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New Plant of 

Farm 
Commodity 

Exchange 


Lennox, So. Dakota 


UST completed—but built and equipped in 
accordance with the latest ideas in elevator 
and feed mill operation, this plant will render the 
greatest possible service also to the modern needs 


of the farm communities in the Lennox area. 


In this plant is installed such up-to-date 
Strong-Scott equipment as: Triple Action Dry 
Feed Mixer; Feeder, Scalper and Magnetic Sep- 


View showing Pneumatic Attrition Mill and Feeder, arator; Pneumatic Dump; Pneumatic Attrition 


Scalper & Magnetic Separator 


Mill; All Drives and Transmission Machinery; 


Belts; Buckets; Bin and Spout fittings; a Reel, etc. 


Before you build or remodel get the facts 
about Strong-Scott equipment. Catalog 
sent upon request. No obligation. 


Everything Jor Every Mill, Elevator 


and Feed Plant 
‘The Strong-Scott Mig Co. 
Branch Office: Great Falls, Mont. Minneapolis Minn. 


Wisconsin Representative: FRED H. CHASE 
Box 124 OSHKOSH, WIS Tel. 8187 


View showing Triple Action Dry Feed Mixer 
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MEANS 
BUSINESS! 


CALF-MANNA can create new customers for 
you — and HOLD them. Send for “PHOTO. 
GRAPHIC PROOF” and “WHAT MAKES 
CALVES GROW?” today. These folders will tell 
you why Calf-Manna is a new development in 
feeding young stock. Dealers all over the United 
States are learning that it pays to push Calf-Manna. 
Get the story—send for your free copies today. Write 


Albers Bros. Milling Co., Dealer Service Department, 
Oconomowoc, Wisconsin; or Seattle, Washington. 


POPULAR ALL OVER THE WORLD 


FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of... 
Wheat @nan 
Wheat Middlings 
Rye Middlingas 
Sprouta 
@newens Grains 
Linseed Meal 
Soybean Meal 
Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


CAMEL 


WHEAT MIXED FEED 


for 


Poultry - Dairy Cows = Pigs 


in one bag”’ 


EXCELSIOR 
MILLING COMPANY 


Minneapolis Minnesota 
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Read what one user 
has to say about this 
NEW BAG CLOSING MACHINE 


. no trouble 


deal of labor - - 


es a great 
Sav tied . - VE 


with bags coming un 
with it.” 


y, Aroma Park, Hlinois. 
—L. L. Lowe, Lowe's 


Seed Compan 


BROKEN bags and wasted pro- 

duce are a thing of the past 
for Mr. Lowe! His new Union 
Special Style 14500 R Bag Clos- 
ing Machine (shown at left) se- 
curely locks the bags with a 
strong leak-proof seam. The tan- 
dem pulley suspension arrange- 
‘ment shown gives stability and 
easy control with no annoying 
swinging of the counter-weight. 
The assembly includes built-in 
motor, automatic brake, automa- 
tic thread cutter and thumb-con- 
trolled clutch. Write for complete 
details, today. UNION SPECIAL 
MACHINE COMPANY, 448 N. 
Franklin St., Chicago, Illinois. 


SPECIAL 


UNION 


Rag Closing Machines 
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QUALITY AND PRICE 


Feeders everywhere have learned 
that the price tag is no indication of 
feeding economy. It’s performance in the feedlot and 
poultry yard that determines the economy and value 
of the ration. 


Arcady’s huge mill with unsurpassed blending and 
laboratory facilities, plus buying of raw materials in 
large quantities makes possible high quality at reason- 
able prices. 


There is no profit in having a customer buy only once. 
This is what happens when the “cheap” feed fails to 
produce the kind of results he expects. Sell Arcady 
Feeds. The price is right—The quality is right. 


STRICT LABORATORY CONTROL 


Was! At Arcady, laboratory control begins with 
the ingredients before the cars are unloaded 
and ends when the finished product is shipped. Every 
car of raw materials that make up Arcady Feeds is 
tested for quality before it is unloaded. Each step of 
the blending process is made under the watchful eyes 
of experienced feed chemists. Finally, when blending 
is complete, a sample of each batch is tested to assure 
the correct balance and uniformity of every bag of 
Arcady Feed. 


1g) 25 YEARS EXPERIENCE 


Arcady Feeds have back of them a 

company with more than 25 years ex- 
perience successfully blending livestock and poultry 
feeds. Throughout these years many advances have 
been made in animal and fowl nutrition. Arcady has 
kept pace in equipment and staff. Today Arcady Feeds 
are the finest science knows how to produce. 


ARCADY FARMS MILLING COMPANY: 223 WEST JACKSON BLVD. 
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ARCADY 


FEEDS 


For All Live Stock and Poultry 


ARCADY POULTRY FEEDS 


This is baby chick season. The chicks 
that live make your poultry feed business. 
The new. improved ARCADY COMPLETE CHICK 
STARTER, containing several exclusive Arcady ingre- 
dients, has been subjected to rigid laboratory and feed- 
ing tests. It has proved itself superior in every way 
for fast, sturdy growth and low mortality. 

The finish of the growing period is fully as important 

as the starting weeks. ARCADY GROWING MASH is 
the ideal ration to complete the job so well begun by 
Arcady Complete Chick Starter. 
ARCADY LAYING MASH has long been the favorite of 
profit-making poultrymen for keeping production up 
and costs down. It supplies the hen with an abundance 
of the egg-making and body-maintaining food elements 
that make for high production and low mortality. 


ARCADY TURKEY FEEDS 


Last year growers produced a record break- 
ing turkey crop. This year promises to be 
equally as good. It means a huge volume of turkey 
feed business. Arcady’s turkey feeding program is a 
winner. It begins with the breeder and ends at the 
market, which means good, steady profits straight 
through. 


SALES HELPS 


Drawing on its more than 25 years ex- 
perience in the feed business, Arcady 
Farms Milling Company has developed and made 
available to feed dealers a most comprehensive and 
effective merchandising program. It includes time-tested 
business-getters and new ideas that promote rapid 


turnover and make quicker profits. Write for complete 
details. 


CHICAGO, ILL. 
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one feed dealer gave up but 


Succeeded 


by stressing good merchandising 


OR 27 years Frank Hodgdon 
has been buying cream in Lin- 
coln, Ill., which has a popula- 
tion of 12,000. Five years ago he 
leased a portion of his floor space 
to a feed dealer. This dealer gave 
up two years later and Mr. Hodg- 
don took over the feed business. 

He has a tie-up with the manu- 
facturer of his major line of feeds 
so that they keep a man in the field 
most of the time calling on pros- 
pects furnished by Mr. Hodgdon. 
Most of the sales made in the field 
are on contract. From the store, Mr. 
Hodgdon sells for cash, on monthly 
account or on contract. The sales 
trom both the store and the field 
man’s efforts everage a carload a 
week. 

Mr. Hodgdon uses several forms 
of promotion but two of these have 
been more effective than any 
others. One of these is a large dis- 
play held every year at the county 
fair. This brings together thousands 
of farmers. A souvenir, such as a 
yard stick or a walking cane, bear- 
ing Mr. Hodgdon’s name and ad, 
is given away. Mr. Hodgdon con- 
tacts a great many of these farmers 
and finds out their feed require- 
ments. These prospects furnish the 
field man with enough to work on 
for a considerable time. 

In the field of printed publicity, 
Mr. Hodgdon has found advertising 
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in a farm bookkeeping book effec- 
tive. This is being distributed by 
the banks of Lincoln to every farm- 
er in the county. Mr. Hodgdon has 
an ad in this book, along with ads 
of other local merchants. 

Before he started buying cream, 
Mr. Hodgdon clerked for 21 years 
in a grocery store in Lincoln, which 
had a large rural trade. This 
brought him into contact with many 
farmers and gave him a wide ac- 
quaintance and the experience and 
confidence engendered have help- 
ed considerably in making feed 
sales. 


The cream buying business has 
also been of great value in selling 
feeds. An average of 175 cans of 
cream per month are bought for a 
large Peoria creamery. This brings 
in a large number of customers 
twice a week. Eggs are also pur- 


@ OTIS ROBERTSON, owner of a feed 
store, Homer, Ill., has installed a new 
hammer mill. 


@ FUNK BROS. SEED CO., Bloomington, 
Ill., have opened a new seed store in 
Decatur, IIl. 


@ ACORN PRODUCTS, INC., has been 
formed in Columbus, Ohio, to engage in 
the manufacture of feeds. Those associ- 
ated in the business are Frank R. Carson 
and his three sons, W. D., Ashby L. and 
Jefferson E. Carson. 


chased the year ‘round. 

Both the egg and the cream busi- 
nesses form natural openings to 
broach the subject of feeds. If cows 
are not producing the amount or 
quality of cream that they should 
or if hens are not laying as they 
should, it is easy to convince the 
farmer that a change to the dealer's 
brand of feed will prove profitable. 

Mr. Hodgdon, his son, and part 
of the time his wife, make up the 
selling personnel in the store. The 
store does not maintain a delivery 
system. Contract feeds are deliver- 
ed by truck from Springfield. But 
few sales under 2 ton are made 
at the store and sales smaller than 
this are not delivered. Any store 
sale from 1/2 ton up is delivered to 
the purchaser by the same truck 
that delivers feeds to the store. 

“We have not set the world afire,” 
says Mr. Hodgdon, “but we have 
built up a good business, which is 
slowly but steadily increasing. We 
do not care to encourage the fleet- 
ing trade of those who buy first in 
one place and then another. What 
we want is the steady trade of per- 
manent customers. With so much 
competition, it is necessary to keep 
our trade permanent by making 
frequent contacts in the store with 
cream and egg customers, at the 
county fair and by frequent calls 
on the farmers by the field man.” 
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€ A VITAMIN A and D SUPPLEMENT 
for POULTRY and ANIMAL FEEDS 


VITAND’S manufacturing aim is 
to produce a pure vitamin carrier, 
in order to preserve the vitamin 
potency against premature deterior- 
ation. The processing methods are 
highly efficient in minimizing ran- 
cidity and formation of free fatty 


witt: NAPTHOLE, Inc., Boonton, N. J. 


NORTHRUP, KING & CO., Minneapolis, Minn. 
JESSE C. STEWART CO., Pittsburgh, Pa. 
WARNER’S MILLS, Alliance, Ohio 

HAYNES MILLING CO., Portland, Ind. 

Vv. E. HERTER CO., Dayton, Ohio 

CORN BELT SUPPLY CO., Sioux City, Iowa 


acids . . . two elements very destruc- 
tive of vitamins. 


VITAND is fortified to minimums of 
3,000 USP units of vitamin A and 
400 AOAC chick units of vitamin 
D, per gram. 


or these distributors: 


GENERAL COMMODITY CORP., Buffalo, N. Y. 
SAM KRAUS, Fort Wayne, Ind. 

WOOSTER FEED MFG. CO, Wooster. Ohio 
FARLEY FEED CO., Janesville, Wis. 

CHARLES SCHAEFER & SON, Brooklyn, N. Y. 
KING BROTHERS, Philadelphia, Pa. 


MATHEWS & FRITZ CO., Los Angeles 


Also Warehouse Stocks at: CHICAGO, ILL. 


INDIANAPOLIS, IND. @ LANSING, MICH. 
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in art and the 


by EMIL J. BLACKY 


waves of the Atlantic ocean, pounded rhythmi- 

cally against the New England coast. They 
seemed to delight in performing for a little boy, stand- 
ing there with his eyes sweeping over the vast ex- 
panse of water and marvelling at the beauty of the 
seashore. 

In his hand was a paint brush and the rhythm of 
the waves seemed to guide it as he captured the 
communion of land and sea with his box of colors. 

That little boy was Charles M. Cox, founder of the 
Chas. M. Cox Co., Boston, Mass., which now oper- 
ates four major feed and grain plants in New England 
and does an annual volume in excess of $20,000,000 
a year. 

One cannot help but feel that as the ambitious 
youngster carefully wielded his paint brush that he 
also was painting a picture in his mind of some day 
becoming a successful business man. 

Today, at the age of 81, the ambitious New England 
boy looks back on a goal well achieved. And not 
only has he won his laurels in business. He is noted 
from coast to coast for his paintings which depict, 
naturally, his love of New England scenery. 

It was in 1887 that Mr. Cox at the age of 27, started 
business in a small office on State street, Boston, sell- 
ing grain and feedstuffs on commission for western 
shippers. His affable personality and sound judgment 
soon nurtured the venture into a rapidly expanding 


S EVENTY years ago, as they do now, the rolling 
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feed business 


CHARLES M. COX, 
now in his 80's, is still 
active in the successful 
feed business which he 
founded. His hobby is 
painting, and shown be- 
low is one of his works 
of art which has won 
nation-wide acclaim. 


concern. Before long he surrendered to the desire of 
working with the grain he ordinarily bought and sold. 
A water-power mill at South Lancaster, Mass., was 
purchased and the grinding of corn, oats and wheat 
for sale in that neighborhood marked the first step in 
a network of manufacturing enterprises. 

While handling the different varieties of grist, Mr. 
Cox conceived the idea that it would be possible to 
blend them and sell the result as cattle feed. He 
concentrated his efforts on a study of this possibility 
and contacted experiment stations and successful 
raisers of poultry and livestock. The development and 
marketing of commercial feeds was the result. 

Thousands of tons now move out of the four plants 
of the Chas. M. Cox Co. annually and the brand 
name “Wirthmore” has become an institution among 
feeders in the New England states. The name was 
originated by Frank J. Ludwig, one of the vice pres- 
idents and directors of the firm, who has since passed 
away. 

The story of the success of Charles Cox could ap- 
propriately be captioned “Local Boy Makes Good In 
His Own Home Town,” for there is one fact of which 
he is proud — his company has confined itself to the 
New England states and made history there. 

Mr. Cox emphatically refrains from taking personal 
credit for the success of his firm. His business philoso- 
phy is revealed in an incident which he often recalls. 

“A very good friend of mine,” the genial young 
feed manufacturer explains, ‘told me on the golf links 
that every morning he received a long night letter 
from his people about the company progress and 
problems, and that every night he wired back. In that 
way, he said, he was able to take his vacation which 
otherwise would be impossible, keep in touch and 
make himself fit for the accumulation of work that 
piled up on his desk. 

“I didn't have the heart to tell him that, though we 
were dealing in grain which fluctuates rapidly in 
value, I had not looked at a market report or heard 
from my people regarding business in the fortnight 


(Continued on Page Twenty-six) 
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Controls 


ROUNDWORM 


(ASCARIDIA LINEATA) 


Stabilized Nicotine Product 


Contains Nicotine in Measured Amounts 


The nicotine in MASH-NIC is in a special ‘“‘shockless” form 
(U. S. Pat. No. 2,033,495). It is always present in uniform, 
scientifically measured amounts. It is unaffected by age. 
It is easy to mix—so fine in texture that it adheres well to 
particles of the mash, minimizing separation or sifting to 


the bottom of bag or hopper. 


Flock Continues to Grow and Lay 
The nicotine in MASH-NIC is not released until reaching 
the fowl’s intestines, killing roundworms (Ascaridia lineata) 
where they live. It is tasteless, odorless and non-volatile. It 


will not slow up production nor hinder growth. 


You can make extra profits by 
mixing MASH-NIC with your 
feeds—by recommending it and 
by selling it separately for home 
mixing. Get all the facts today. 


WRITE 
TOBACCO BY-PRODUCTS 
& CHEMICAL CORPORATION 


INCORPORATED 


Louisville, Kentucky 


3926 


District Club Meets 
At Amery Wis. 


More than 40 feed men attended a meet- 
ing of the Northwest District Dealers club 
of the Central Retail Feed association at 
the Princess cafe, Amery, Wis., March 4. 


J. E. Sams, sales manager, Blatchford 
Calf Meal Co., Waukegan, Ill., gave a 
practical talk on retail merchandising and 
I. O. Hembre, Barron county agricultural 
agent, showed color films of experimental 
plots grown in the county last year. He 
also gave a talk on fertilizer. 

The Northwest District Dealers club voted 
to hold another meeting some time during 
May. 


Quaker Oats Vice 
President Dies 


James Clement Murray, vice president 
and director of the Quaker Oats Co., 
Chicago, president of the Chicago board 
of trade in 1931, died March 2 at his winter 
home in Miami, Fla. Mr. Murray, who had 
been ill several months, was 67 years of 
age. 

As head of the board of trade, Mr. Mur- 
ray often was an outspoken critic of gov- 
ernmental meddling in grain and advocat- 
ed a free and open market. 

Mr. Murray had been associated with 
the Quaker Oats Co. for 44 years and had 
been in charge of the grain division. He 
had been active on the board of trade for 
more than 30 years. 


Focht Is Promoted 
By Allied Mills 


A. G. Philips, general sales manager, 
Allied Mills, Inc., Chicago, has announced 


. that Ben Focht, who for the past year and 


a half has served as sales representative 
in northwestern Ohio has been appointed 
assistant to the district sales manager at 
Fort Wayne, Ind. He possesses a wide 
experience in the feed business and was 
formerly connected 
with the Ohio Farm- 
ers Grain & Supply 
Association. 
Announcement has 
also been made that 
Russell Lehe, who for 
the past two years 
has served as a 
salesman in northern 
Indiana, has been 
promoted to a posi- 
tion in the advertis- 


ing and sales promo- 


BEN FOCHT tion department at 


Fort Wayne. He is a graduate of Purdue 
university where he specialized in animal 
husbandry and publicity work. 

H. D. Munroe, district sales manager 
for Allied Mills at Harrisburg, Pa., was 
recently presented with the firm's district 
sales trophy by F. E. Christen of the sales 
promotion department. This is the annual 
award given to the district sales manager 
whose territory shows the largest tonnage 
increase for the year. 
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WHY COMPLAIN This is the time of year when we are all tax conscious. 
ABOUT TAXES We struggle with our income tax reports, trying to 
take advantage of every possible exemption, and 


cuss away at the ever increasing high cost of our federal, state and local 
governments. 


Then, when the reports are in and the taxes paid, we forget all about the 
entire proposition until next year. 


As a matter of fact, however, the income taxes about which we complain 
the most are, in reality, the least of the regular assessments we pay in order 
to maintain our present costly and far flung system of government. They, 
like the real estate and personal property taxes, are visible and direct assess- 
ments while the larger proportion of our total payments are collected through 
indirect or “hidden” taxes. 


These indirect taxes, as well as the direct levies on our incomes, no matter 
how much we complain, will continue and will steadily increase as long as 
we permit the government to spend more and more money from year to year. 


The time to protest is not when you pay your taxes but when the various 
governmental budgets in which you are interested are being considered. 
The way to protest is through the various organizations of which you are 
a member, the service clubs, the civic association, the fraternal orders — and 
through your feed trade association. 


No person, no business or no government, can prosper, or even continue 
to exist, persistently following a policy of spending more than his income. 
To cut taxes and for our own future safety, therefore, we must stop the waste 
and extravagance and reduce the government budgets. 


The urgency of this task cannot be overemphasized. It has become a duty 
and because these are times when only group action is effective it is the 
duty of every organization which is interested in the welfare of our country. 


There should be no exceptions and we trust the associations of the feed 
industry will not shirk their responsibility. 
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means hanging up 

Pp: shingle and seeking patron- 

age. Most of us stop with the 
shingle. Isn't that the reason why 
the feed industry harbors more feed 
storekeepers than it does feed mer- 
chants? 

The feed merchant buys accu- 
rately, bases his selling price on 
the market plus a profit, shows the 
customer how to produce more milk 
and pork, get bigger egg produc- 
tion and raise better crops. He sells 
merchandise worth buying from a 
store worth going into. A store- 
keeper has things to sell to people 
who come in. A feed merchant has 
people come in to buy the things 
he has to sell. 

The storekeeper can't afford to 
advertise. The merchant can't 
afford not to. He recognizes that 
advertising is a necessity, not a 
luxury. 

When we hear or read the word 
“advertising” we naturally believe 
that it means a circular or printed 
material of some kind or another. 
It really doesn't. Retail advertising 
includes everything that is done to 
create public sentiment favorable 
to a retail store, to draw trade to it, 
and to make customers satisfied 
with their purchases. It is the direct 
mail angle that I propose to discuss. 

Feed dealers generally are reluc- 
tant to use direct mail advertising 
consistently which perhaps is due to 
the fact that in the general conduct 
of our business 99 per cent of us 
place entirely too much emphasis 
on the buying and too little on the 
selling. 

Selling is the perpetual respon- 
sibility of business. There is never 
a let-up. Each day demands its 
quota of sales. Orders must be 
closed for today—built for tomor- 
row. Old contacts must be nursed 
and half sold prospects must be 
converted. A new crop of buyers 
must be persuaded. 

That we must advertise to make 
the selling job easier is a foregone 
conclusion. The problem is “How 
shall I advertise” or in other words 
“How shall I acquire a reputation 
that will cause folks to prefer to 
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is key to more sales 
here’s how to use it 


by LeROY LaBUDDE 


deal with me rather than a com- 
petitor? 

Someone must make up the cus- 
tomer’s mind. Your competitor will 
if you don’t. But you lose more 
business because of what you don't 
do than because of what competi- 
tion does. Whether you deal with 
100 people or 1,000, their ideas 
about you can be formed, measured 
and controlled right from your own 
headquarters. 

Shall we spend our money hiring 
and equipping salesmen and send 
them from door to door or farm to 
farm? No! Barnyard figures are the 
best you can get when it comes to 
extolling the merits of your feeds 
but barnyard selling for the estab- 
lished retail feed dealer leads only 
to bad practices, higher costs and 
bigger book accounts. The place 
to sell feed is at your store, not at 
the farmers door. 

The most efficient, easiest and 
most economical method of making 
up the customer's mind or bringing 
him in is through the medium of 
direct mail advertising. Direct mail 
advertising is a method or proced- 
ure more than it is a printed matter 
or a circular. It is not the case of 
mailing out one card but of con- 
stantly and consistently campaign- 
ing with a series of mailings power- 
ful enough to force a way into the 
mental stronghold of people in po- 
sition to buy your product or to 
give you business. 

There isn’t a single feed dealer 
who, with his present facilities plus 
a mimeograph, can't put out simple 
messages on cards which, if mailed 
consistently, will bring him more 
business and more new customers 
than he ever knew existed. 

But the man who sees direct mail 
advertising only as a means of cre- 
ating new customers hasn't the 
right view of the business picture. 
New customers are nice but there 


are greater possibilities in old cus- 
tomers. The way to keep active 
customers active is to have a list 
of them. First, go to your surround- 
ing towns within a radius of 10 to 
15 miles. Learn from the postmaster 
the number of rural routes extend- 
ing your way and the exact num- 
ber of boxes on each route. 

Then prepare a large price sheet, 
like an auction bill, which we will 
call a broadside. The people you 
buy from will be glad to furnish 
cuts and interesting copy. Your 
printer will attend to the set up. 

Emphasize the specialties which 
show you the greatest profit and 
be sure to list the prices. Just be- 
cause you send out a circular is no 
reason why you should cut a price. 
That thought is so old it has 
whiskers. 

You may say getting out this 
broadside is going to cost you a 
lot of money. Suppose this first 
shot did cost you $75.00 or $85.00? 
What of it? How many times have 
you taken a chance and charged 
$75.00 worth of feed to questionable 
accounts and were lucky to get it 
back? The broadside is a safe, 
practical method of pepping up old 
customers and adding new ones. 

After you have mailed out this 
first shot start placing the complete 
name and address of each custom- 
er on every sales slip. Index them 
on acard. These cards should have 
the names, dates and amount of 
purchases and will constitute your 
mailing list. 

Now to build up a good live mail- 
ing list. Here’s where you bring 
the all-important mimeograph into 
action. Every ten days or two 
weeks you mimeograph a little 
card, not to the whole trading area 
but only to the names on your in- 
dex cards. It doesn’t take a lot of 
high falutin language to describe 
any product you have to sell — in 
fact the more simple the language 


(Continued on Page Forty-eight) 
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DEPENDS UPON WHAT'S INTHE FEED 


ee - VITAMINS A AND D AID 
RAPID STURDY GROWTH | 


This year, with feed prices up and ~—s upon what’s in the bag. To this type of nutritionist, 
the egg-feed ratiounfavorable, your the dependability of EXADOL*—Squibb’s new high 
customers are vitally interested in potency Aand D oil—has a strong appeal. 
rapid, sturdy, money-saving growth. 
Growth that gets cockerels to mar- 

ket quickly. Growth that develops pullets with strong 

bodies ready for the laying job ahead. 
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PURITY | 
EFFICACY | 


UNIFORMITY 
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The potency is guaranteed 3,000 (or more) vitamin A, ; 
U.S.P. XI units per gram, and 400 (or more) vitamin D, a 
A.O.A.C. chick units per gram. The guaranteed vitamin 


A potency of Exadol is about five times, and the vita- 
And growth comes from well-balanced feed formulas min D potency is nearly five times, the minimum re- 


which include the all-important vitamins A and D. quirements for a U.S.P. cod liver oil. 

Regardless of the clamor for price, under today’s con- _—‘ This year, let the dependability and economy of Exadol 
ditions the far-seeing nutritionist will maintain a well- help you make bigger sales of starter and growing 
balanced ration, and select the growth ingredients mashes. Exadol is offered on contract at firm prices, 
with care. He knows that his company’s future busi- for 3 months delivery. Start building tomorrow’s extra 


ness, as well as its customers’ profits, depends largely _— sales now. Write for full facts. 
*4 trademark of E.R. Squibb & Sons 


SQUIBB — a name you can trust 


E. R. SQUIBB & SONS F.B.-3 


Veterinary and Animal Feeding Products Division 


HIGH POTENCY VITAMIN A aNd D OIL 745 FIFTH AVENUE, NEW YORK CITY 


Please send your new Portfolio,“Squibb’s Contribution 
to Vitamin Feeding”. I understand this places us under 


Eastern Sales Agents. Mid-Western Sales Agents 
no obligation. 


THE O.K. COMPANY THOMPSON-HAYWARD CO. 
Atkins & Durbrow, Inc. 


t Blvd. 
165 John Street, New York and 
1524 S.Western Ave., Chicago Kansas City, Mo. N 


Pacific Coast Sales Offices — 
E. R. SQUIBB & SONS 
Les Angeles, Cal. San Francisco, Cal. Seattle, Wash. 
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LOUIS BANDOW 


HE village storekeeper at An- 

ston, Wis., stopped to chat 

with a newcomer who was 
unloading a car of linseed meal 
into an old building adjacent to 
the tracks. 

“What's that you have there,” he 
inquired dubiously? 

“A straight car of linseed meal,” 
responded the earnest young man 
as he continued to unload. 

The storekeeper’s knees sagged 
and his eyes sparkled with aston- 
ishment. 

“A whole car of it,’” he exclaimed! 
“Well you have mysympathy. You'll 
never sell that car in a whole year 
to the farmers in these parts.” 

But the young man was not dis- 
couraged by the prediction. He sold 
that car and six additional ones 
during the first year he was in 
business. 

And now this young man who 
started in a small way in an old 
building does an annual volume of 
approximately $100,000 a year, and 
has branched out into a series of 
warehouses and other structures 
necessary to accommodate his rap- 
idly increasing trade. That young 
man was Louis Bandow, Jr., whose 
father is 80 years old and operates 
his own feed business at Peshtigo, 
Wis. He left his dad to strike out 
for himself 14 years ago. When he 
came to Anston, there were no elec- 
iric lights, so the young feed dealer 


$40,000 


on village feed plant and now 
he’s raking in the blue chips 


proceeded to see what could be 
done about it. 

He finally persuaded the power 
company to string a line to the 
town over a distance of 12 miles. 
He agreed to pay a minimum of 
$720.00 a year for three years. Soon 
electric lights were twinkling in the 
village of Anston and on the farms 
adjoining the highway along which 
the line was strung. The farmers 
know that Louis Bandow was in- 
strumental in getting them electric 
service and they appreciate it. 

With his power problem solved 
Mr. Bandow installed a grinder, 
mixer, seed treating machine, corn 
crusher and other equipment. The 
construction of a new 50x50 foot 
building was necessary to accom- 
modate the machinery and to pro- 
vide storage space. He built this 
the first year. 

Then followed a rapid succession 
of new buildings. During the sec- 
ond year another 50 x 50 foot ware- 
house was added, the year follow- 
ing a coal shed and succeeding that 
a potato warehouse. He risked bor- 
rowed capital to finance construc- 
tion and now has about $40,000 in- 
vested in buildings. 

But the expansion program is 
paying good dividends. Three years 
ago a 60x 120 building in the town 
was purchased and is used for the 
retail and wholesale distribution of 
fertilizers and a well-known line of 
commercial feeds. A modern gaso- 
line station and a hardware store 
are also operated in connection 
with the business. The hardware 
department has proved especially 
profitable. 

Mr. Bandow mixes his own brand 
of poultry mashes which he calls 
“Wisconsin Maid.” This is marketed 
in addition to his line of commercial 
feeds on which he enjoys a good 
volume. He disposed of eight car- 
loads of his own brand last year. 

Poultry and eggs are purchased 
from the farmers and Mr. Bandow 


also handles a large tonnage of 
potatoes and cabbage. As high as 
100 cars a year are shipped to mar- 
ket from Anston. These farm com- 
modities are often taken as pay- 
ments on feed bills and help to keep 
down credit losses. In fact, this 
enterprising dealer has been for- 
tunate on bad accounts. In the 
period he has been in business his 
net losses from bad credit risks have 
remained under $300. He insists 
on payment of the old bill before 
additional credit is given on any 
new purchases. 

Mr. Bandow is a firm believer that 
success cannot be attained in the 
feed business without hard work. 
He has a new home which is locat- 
ed directly across the street from 
his office and is often called upon 
to wait on customers during Sun- 
days and holidays and after work- 
ing hours. He is glad to do this, for 
it builds good will and means extra 
profits. 

His wife handles the bookkeeping 
and office routine and three em- 
ployees complete the staff. Mr. Ban- 
dow recently had a new sign paint- 
ed on his office building which 
reads, “Bandow & Sons.” One of his 
boys will be married in June and 
expects to join him in the business 
and the other is still going to school 
but shows inclinations of following 
in his father's footsteps. 

Two delivery trucks are operated 
and are kept in constant service to 
supply the trading territory. Anston 
is surrounded by a fine dairy and 
poultry community and farmers are 
progressive minded. They have 
found Bandow’s service to their lik- 
ing and have enabled him to build 
from nothing to a $100,000 annual 
volume in the span of a little more 
than a decade. 

Another department which Mr. 
Bandow considers profitable is the 
seed business. He handles two car- 


(Continued on Page Fifty-five) 
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WAYNE 
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CAN MAKE MORE MONEY 


S cNIFICANT tests by Allied Mills Research Division 
have proved (see photos above) that two feeds of identical 
formula and general chemical analysis can produce far 
different results in the brooder house. I-Q (Ingredient 
Quality) makes a big difference. 


You can get new customers and build profitable Starter 
business by selling the I-Q Seal of Quality on the Wayne 
bag. This seal protects your customers against feeds of 
doubtful quality. Take no chances. Sell Wayne I-Q Chick 
Starter. Write today for full information about the entire 
I-Q merchandising program to help you increase your 
tonnage through satisfied customers. 


ALLIED MILLS, INC. 


EXECUTIVE OFFICES - - CHICAGO 
SERVICE DEPARTMENT - FORT WAYNE, IND. 


MILES AT: OMAHA, PEORIA, EAST ST. LOUIS, FORT 
WAYNE, MEMPHIS, BUFFALO PORTSMOUTH VA. 


COPYRIGHT 1940 ALLIED MILLS. INC. 


PAYS 


The I-O Seal of Quality signifies 
that WAYNE CHICK STARTER 
has been TRIPLE TESTED by 
Allied Mills Research Division 
and found to be of HIGH 
QUALITY AND RICH VITAMIN 
CONTENT. 


TRIPLE TESTED 
The Wayne Triple Test System 
includes (1) Biological tests to 
determine vitamin content and 
nutritional value, (2) Chemical 
tests to determine protein, car- 
bohydrate, fat and fibre values, 
and (3) Research Farm tests to 
prove Wayne Chick Starter under 
actual brooder house conditions. 


WITH WAYNE 1.Q. CHICK STARTER 
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MIX MINERALS INTO FEEDS 
EASILY AND EFFICIENTLY WITH 
LIME CREST CALCITE FLOUR 


Whether your feed formulas call for Calcium alone, or in com- 
bination with Manganese or lodine, or with both of these ele- 
ments added, you can get just what you want in Lime Crest 


Calcite Flour. 


Mixing the Manganese and Iodine into the ration simultane- 
ously with the bulkier Calcium ingredient assures more even 
distribution in parts per million or ounces per ton of the final 
feed, and saves much of the nuisance, expense and hazards of 


plant pre-mixing. 


MINERALS PROPORTIONED 
TO YOUR SPECIFICATIONS 


Minerals in Lime Crest Calcite Flour 
are blended to your formula specifications. 

Regular Lime Crest Calcite Flour is used 
by many feed manufacturers to supply to 
poultry and animal feeds desired levels of 
true crystalline Calcium Carbonate, pre- 
processed to a powder form of the fineness 
of flour which blends easily and uniformly 
throughout the feed mixture. 

Lime Crest Iodized Calcite Flour pro- 
vides, in addition to Calcium, an efficient, 
dependable means of putting effective levels 
of Iodine into the ration with a degree of 
accuracy in blending not readily attainable 
by costly and troublesome pre-mixing in 
the mill. 

Lime Crest Manganesed Calcite Flour, 
similarly, makes it easy for the feed manu- 
facturer to fortify his product with Man- 
ganese, efficiently, and without added mix- 
ing cost. 

Lime Crest Maniodized Calcite Flour 
conveniently combines the nutritive values 
of Calcium, Iodine, and Manganese in one 
Lime Crest product, pre-proportioned to 
the feed manufacturer’s specifications. 


THE LIME CREST WAY 
IS THE EFFICIENT WAY 


The Lime Crest Way enhances both effi- 
ciency and uniformity of distribution. It 
saves the feed manufacturer’s time and 
money. 

Buying the Iodine and Manganese as a 
part of the Calcium ingredient abolishes 
the trouble and cost of trying to spread a 
few grams of material evenly among a ton 
of mash, and makes it possible for the feed 
manufacturer to deal with pounds instead 
of ounces. The Lime Crest Calcite Flour is 
mixed into the feed along with and in the 
same way as all the other ingredients. 

The efficiency and economy of The Lime 
Crest Way of adding Manganese and Io- 
dine to feeds is made possible by a specially 
developed method and specially designed 
machinery (patent applied for). The Lime 
Crest system and equipment produce uni- 
form blends of calcite flour containing levels 
of Manganese and Iodine, in accordance 
with the feed manufacturer’s specifications. 


LIME CREST MINERALS 
FOR LIVESTOCK FEEDS 


The Calcium, Manganese and Iodine in 
Lime Crest products are of highest quality 
in correct chemical form, and are safe and 
dependable ingredients for dairy and other 
livestock rations. 

Furthermore, these minerals are blended 
evenly and thereby help to produce maxi- 
mum nutritive effect for the minerals added. 


IODINE AND MANGANESE 
HELP POULTRY PRODUCTION 


Quicker, sturdier growth, greater flock 
vitality, increased egg yield and improved 
hatchability are some of the benefits ex- 
periments* have shown result from ample 
quantities of Iodine in the poultry mashfeed. 

Research* at many poultry experiment 
stations has proved that Manganese in 
poultry feeds prevents perosis, is essential 
for optimal growth of chicks and pullets, 
and in the rations of laying and breeding 
flocks increases egg production, fertility and 
hatchability, and reduces embryo mortality. 

Calcium is essential to all poultry flocks 
for metabolism, for egg making, and for 
bone building and to prevent rickets in 
growing birds. The practice of supplying 
Calcium, in the form of Calcium Car- 
bonate, directly as a part of the feed is 
accepted and recommended by highest 
poultry nutrition authorities. 

Lime Crest Calcite Flour makes it pos- 
sible for the feed manufacturer to add one, 
two or all three of these minerals to his 
feed — pre-proportioned at the levels his 
formulas call for. 

*Scientific references on request. 


ADD THESE THREE MINERALS 
THE EASY, LIME CREST WAY 


Learn more about The Lime Crest Way 
of adding these three minerals to feeds. 
There is no obligation. For full informa- 
tion on Calcite Flour, Manganesed Calcite 
Flour, Iodized Calcite Flour, or Manio- 
dized (Manganese and Iodine) Calcite 
Flour address: 


LIMESTONE PRODUCTS CORPORATION 
OF AMERICA, Box 6, NEWTON, N. J. 


@ CHARLES O. FREDERICK, former presi- 
dent of the Westchester Grain Co., died 
recently at the United hospital, Port Huron, 
N. Y. 


@ CHARLES WILKINS, JR., has purchased 
the interest of his father in the Wilkins 
Commission Co., Park Rapids, Minn. 


@ GEORGE L. GRAHAM, Graham Feed & 
Seed Co., Janesville, Wis., died February 
15 at Mercy hospital. He was associated 
in the feed business with Ray Farley for 
many years. 
@ DEERFIELD FARMERS COOPERATIVE, 
Deerfield, Wis., has installed a new feed 
mixer and grinder. Ben Logan is manager. 
A feed mixer has also been installed by 
Shankey's feed store, Fountain City, Wis. 
@ THEODORE H. RUNTE, engaged for 
many years in the grain and feed business 
at Hilbert, Wis., died recently at the age 
of 67. 
@ O. R. STAPLES has purchased the Mayr 
Seed & Feed Co. store, West Allis, Wis. 


JOINS DES MOINES OAT 

George Boyd has been appointed office 
manager and grain buyer for the Des 
Moines Oat Products Co., Des Moines, Ia., 
succeeding Don Jorgenson who recently 
resigned. Mr. Boyd was associated with 
George Christensen at Fort Dodge, Ia., for 
the past 10 years. 

WINS ESSAY PRIZE 

Zig Salit, Farmers Supply Co., Cedar 
Rapids, Ia., has proved that he can wield 
a pen for more purposes than signing up 
feed orders. Mr. Salit won sixth prize 
among 6,800 entries in a recent contest 
conducted by the Town Hall Meeting of 
the Air on the subject of “What Does 
American Democracy Mean to Me?” 

NATIONAL CONVENTION 

The board of directors of the Grain & 
Feed Dealers National association has vo- 
ted to hold the annual convention at Louis- 
ville, Ky., October 14 and 15. Headquarters 
will be at the Brown hotel. Rees Dicksen, 
Louisville, a director of the association, is 
organizing committees which will direct 
local arrangements for the meeting. 

MICHIGAN 

Cut Rate feed store, Hazel Park, recently 
conducted a miniature airplane building 
contest for boys. 

Lawrence G. Stewart has been appointed 
manager of the Farmers elevator, Ches- 
aning. 

Frutchy Bean Co. has opened an eleva- 
tor at Chesaning. Phil Carson is manager. 

Wesley Near has purchased the Tallent 
warehous, Shelby, and will open a flour 
and feed business. He is the son of Al H. 
Near, former operator of the Shelby Flour 
Mills. 

Frank N. Clark, operator of the Manton 
grain and feed elevator, Manton, died 
February 15. 

E. J. McCarty is organizing a coopera- 
tive feed mill at Glenn. 

Farmers Produce Co., Bridgeport, has 
made application to dissolve. 
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Investigating Credit 


AKING a full investigation 
of credit before a farmer is 
allowed to carry off mer- 
chandise has enabled the Ohio Pro- 
duce Co., Gallipolis, Ohio, to keep 
its bad account losses down to a 


minimum. 


“It's extremely easy to let a man 
get started as some folks are quite 
convincing talkers,” explains U. I. 
Lloyd, one of the firm managers. 
Another thing a dealer should do 
is to cooperate fully with the local 
credit bureau if one operates in the 
city. In deciding upon whether to 
sell feeds or anything else to local 
people, we take into full consider- 
ation the ability of these persons 
to pay. Good intentions will not 
settle accounts and many are of an 
cptimistic type and are rarely able 
to do as much as they think they 
can. Finally, take time to check up 
on a man’s performance in his deal- 
ings with other merchants in town. 
If he has cheated others, he will 
cheat the feed man.” 


In Gallipolis trade territory as in 
many other places, it seems just as 
difficult, maybe a bit more difficult, 
to collect on feed bills than it was 
o year ago. The men operating the 
Ohio Produce Co. find it necessary 
io be alert at this point as 65 per 
cent of their business is on the 
books. They have naturally worked 
out certain rules to govern their 
credit operations as a matter of self- 
protection. 

“We believe firmly in keeping 
maling lists in the hands of our 
commercial feed manufacturers,” 
Mr. Lloyd adds. “The lists should be 
revised and names should be spell- 
ed correctly. This is cheap and ef- 
fective advertising. We believe, too, 
in constant cooperation with these 
feed manufacturers in making the 
best use we can of streamers, dis- 
play materials, and in distributing 
all advertising material where it is 
most beneficial. 

For more than a decade, three 
men—U. I. Lloyd, Knox Williams, 
and Harold Dailey, have operated 
the company at Gallipolis, home 
town of O. O. McIntyre, the column- 
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of farmers enables ohio firm 
to reduce bad account losses 


ist whose death is still mourned 
over the United States. 

“We realize that goodwill is al- 
most everything to a business,” said 
Mr. Lloyd. ‘We try to reach the goal 
in this respect in four ways mainly. 
We keep a clean stock, well-placed. 
We have good merchandise, priced 
right. We have employees posess- 
ing tact and the talent for meeting 
people. We have the merchandise 
the customers want — and when 
they want it.” 

This concern handles two com- 
plete lines of commercial feeds, 
both widly advertised over the Uni- 
ted States, one featuring national 
radio broadcasts. In addition, gro- 
ceries, meats, fertilizer, flour, and 
other items are sold and poultry 


and eggs are handled. The firm is 
proud of the $250,000 a year total 
volume of business. 

“In order to understand people,” 
Mr. Lloyd declared,'‘a business man 
must know their problems, sympa- 
thize with them in their difficulties 
and work with them to help make 
their dreams come true. This under- 
standing of the farmers’ difficulties 
tends to make the feed business 
popular. 

“We're not perfect merchandi- 
sers,” concluded Mr. Lloyd, “but 
we're doing our best to render serv- 
ice, to earn the confidence and re- 
spect of our people as well as of 
the feed manufacturers and others 
from whom we buy. In this way, 
we hope to keep going ahead.” 


| 


“Sit down and cover your legs, quick! He's looking for a good pair of drumsticks.” 
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FARMERS NEEDS can be 
purchased in one convenient 
location at the Lehman store 
shown above. Below Mr. Leh- 
man is shown demonstrating 
one of the hog feeders which 
he handles. 


IVE displays throughout the 

entire year comprise the most 

effective trade builder for the 
W. E. Lehman feed store and hatch- 
ery, Toulon, III. 

Thirty years ago Mr. Lehman and 
three brothers started a carriage, 
wagon and harness shop. They 
built an attractive and substantial 
brick building 90 x 100 feet, consist- 
ing of two stories and basement. 

As time went“on and the auto- 
mobile and motor truck succeeded 
the carriage and wagon, they grad- 
ually went out of this business. 
They added other lines to take the 
place of those abandoned. The har- 
ness shop is the only branch of the 
original setup that has been retain- 
ed. It is now the only harness shop 
in the county and is still a profit- 
able business. 

Eighteen years ago the feed busi- 
ness was added by stocking a well 
known, nationally advertised brand 
which is still handled today. Shortly 
after taking on the feed line, a 
hatchery was started. Then poultry 
equipment, supplies and remedies 
were added. The hatchery has been 
of great value in promoting the sale 
of feeds. Ten years ago W. E. Leh- 
man became sole owner of the 
business. 

The greater part of the big first 
floor is used as a sales and display 
room for appliances, paints, feeds 
and poultry supplies and equip- 
ment. The harness shop occupies 
a rear corner. A built-in office takes 
up a small space in a front corner. 
Back of the big display room is the 
incubator room where 200,000 
chicks are raised annually. Adjoin- 
ing this is a separate, insulated 
brooder room. The second story 
and basement are used for brood- 
ing rooms and for storage. 

“Anything alive always attracts 


Live Displays 


attract customer attention 


help lehman increase sales 


attention,”” says W. E. Lehman. 
“After starting our hatchery we 
found that live displays of chicks 
not only helped our hatchery de- 
partment but also stimulated feed 
sales. We have always fed our 
chicks the same kind of feed we 
offer for sale. By placing live chicks 
in our windows and our floor dis- 
plays, we give prospective custom- 
ers an opportunity to see actual 
results with our feeds. 

“We manage to have some kind 
of live display all the time, either 
in our windows or on the floor. At 
present we have two coops of tur- 
keys. These have never seen sun- 
shine and, at three months of age, 
they average nine pounds each. 

“At one time we had two hogs 
in pens on the floor. One was fed 
cur feed and the other an ordinary 
ration. The difference in growth 
and appearance was obvious and 
the display resulted in much pub- 
licity and sales of our feed. 

“At another time we raised a 
baby chick in a five-gallon glass 
bottle until it was mature. During 
Easter we color baby chicks for 
our window displays. Sometimes 
we vary this by coloring baby rab- 
bits and occasionally we use both. 

“We have used live pheasants 
as window displays several times 
with good results. We have a large 
aquarium of several species of gold 
fish in the store. These add cheer- 
fulness and are a_ never-failing 
source of attraction. 

“Live displays are the best meth- 
od of attracting interest but next 
to these are other displays that are 
out of the ordinary. For instance, 
by including in the feed of laying 
hens some harmless dye, we can 
control the color of the yolks in the 
eggs. We sometimes do. this and 
have a display of eggs with green 
or red yolks instead of the normal 
yellow. 

“We keep a flock of 400 laying 
hens which are fed exclusively on 


our feed. A careful egg record is 
kept and posted in the store. We 
clso do much research work along 
the line of poultry improvement and 
make the results available to our 
customers. 

“Customers’ flocks are serviced 
free except for blood testing, for 
which we charge. We handle a 
complete line of poultry remedies 
and have a tieup with the manu- 
facturer of these so that their lab- 
oratory is available for anything 
we wish them to do. 

“As a result of our live displays 
and demonstrations of what our 
feeds will do, about 90 per cent of 
our hatchery customers use our 
feeds and follow our controlled 
feeding program. From 40 to 50 
tons of feeds are moved monthly. 
This represents an increase of 500 
or 600 per cent over the first year’s 
business.” 

The Lehman store employs four 
persons in addition to Mr. Lehman. 
Feeds and other items are deliver- 
ed. Mr. Lehman is a merchandiser 
of the old school in that he always 
has time to be genial, friendly and 
solicitous. 


THE FEED BAG — March, 1940 


d Pye 3 
4 
© 
|. 
|. 
j \ 
: 
ewe 


@ Every young animal and bird on the 
farm would tell you of benefits when the 
feed ration contains dry skim milk. Its 
natural balance of complete proteins and 
complete milk minerals. vitamins and milk 
sugar results in greater feed efficiency. 


There is no substitute for dry skim milk 
results in starting chicks profitably. Gain 
in weight. feed consumption and pounds 
of gain per pound of feed increase with in- 
creasing amounts of dry skim milk in high 
grade chick mashes. 


Investigators in swine nutrition now indi- 
cate that more milk may be used profitably 
in pig meals. 


Calf feeds. for wet or dry feeding. con- 
taining adequate amounts of dry skim milk 
are the salvation of many a dairy herd and 
its owner. 


Dry skim milk is valuable in dog feed of 
all kinds. Puppies need more than mature dogs. 


And so on down the line: Turkey poults. ducklings and young game birds: 
lambs. kids and colts: rabbits and other fur-bearing animals—even fish and 
bees—all benefit when dry skim milk is used intelligently as part of their 
ration. Write us for help in improving your formulas. , 


AMERICAN DRY MILK INSTITUTE, INC. 
221 N. LA SALLE ST., CHICAGO 
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MR, WELLBAUM demonstrates 
the merits of his feeds by 
keeping a live display of chick- 
ens in his store. 


. WELLBAUM operates the Hi- 

Quality feed store and hatch- 

ery at Mattoon, Ill. The feed 
business had operated approxi- 
mately two years when the hatch- 
ery sideline was started and Mr. 
Wellbaum says he finds the chick 
business and the commercial feed 
business work well together. In ad- 
dition, he handles millfeeds, poul- 
try and livestock equipment, salt, 
and similar farm supply items. 

‘Just plain common-sense meth- 
ods, good old-fashioned all-around 
merchandising suit us fine,” he 
said. “By cooperating with ideas 
advanced by my commercial feed 
manufacturer and using my own 
head a little, I have been able to 
build up a commercial feed volume 
of 50 carloads annually. In season 
we operate our 72,000-egg incuba- 
tor, disposing of 75 per cent of the 
chicks within a radius of 25 miles 
around our town. The remainder 
of our annual hatch is shipped 
elsewhere. 

“No grinding or mixing is done, 
the policy of the business being to 
focus all energy on selling as much 
commercial feed as possible and as 
many chicks as can be disposed of 
profitably. 

“To begin with, you must like 
farmers and like the feed business 
to succeed. If you derive pleasure 
as well as profit from your work, it 
will be easy to put in the time and 
effort necessary to make a ‘go’ of 
a business.” 

Window displays every Easter 
are featured at the Hi-Quality feed 
store. Live rabbits and colored 
chicks are used. 

“Little things have a bearing on 
success in business,”” Mr. Wellbaum 
added. “Rearrangement of stock is 
something too often postponed or 


handling and displaying 


Chichs 


helps boost feed sales 


overlooked entirely. We find a 
change of stock adds to appear- 
ance, so we shift everything about, 
usually every two weeks. This re- 
minds us to use the latest shipments 
of material for store and window 
decoration which come to us from 
feed manufacturers, poultry rem- 
edy manufacturers, and others. In 
this way, we keep things constantly 
looking different. 

Mr. Wellbaum believes it is smart 
merchandising to see that the var- 
ious manufacturers desiring local 
mailing lists receive the names and 
addresses promptly and that the 
list is added to or otherwise revised 
from time to time. He regards this 
as economical and effective adver- 
tising. 

“Another thing to get in step with 
is radio advertising,” he declared. 
“We invest a part of our advertising 
money in radio announcements 
over the station at Tuscola, and I 
think it pays. But the big idea to 
impress upon retail feed merchants 
is to follow the national broadcast 
advertising programs, talk them up, 
do all possible to add local fans 
to the list of regular listeners. There 
are scores of ways to interest one’s 
customers in a certain radio broad- 
cast as nearly all rural people to- 
day have and use their radio sets. 
I think the radio means more to 
farmers than to any other class of 
our population.” 

Mr. Wellbaum's commercial feed 
manufacturers are liberal users of 
chain program time, slanting their 
programs directly at the farmers 
and feeders. The same can be said 
of his poultry remedy makers—a 
company nationally recognized for 
the excellence of its product and 
for the interest it takes in helping 
farm poultrymen succeed. 

“We're still talking about our ex- 
cellent Thanksgiving farmers’ meet- 
ing we staged here with 500 farm 
folks attending,’” commented the 
feed merchant. “My feed manufac- 


turers came through with a dandy 
movie film on poultry husbandry 
and provided us a good speaker. 
We had a ‘crazy auction’, plenty 
of good music and served coffee 
and doughnuts. I recommend such 
meetings as being good for all con- 
cerned, most of all probably to the 
farmers themselves.” 

“We operate on the principle of 
finding out what our people need 
and desire, and providing it,” he 
concluded. “In our feed store we 
carry a complete line. In our hatch- 
ery department we have all popu- 
lar breeds of chicks. We find oc- 
casiondlly a customer needs feed 
delivery service so we provide it 
free. We have farmers troubled 
with poultry disease, so we have 
a man who can help them in that 
or in culling pullets for more profit- 
able egg production.” 


ILLINOIS 

Pierson Grain & Supply Co., Atwood, re- 
cently held its annual election, choosing 
Elmer Sentenel, president; John Schable, 
vice president, and C. T. Dick secretary- 
treasurer. W. Robertson has been retained 
as manager. 

Harold Reason, Toulon, has opened for 
business in the E. H. Doden flour house 
following a fire which detroyed his plant. 

Fluhrer hatchery and feed store, Wyo- 
ming, recently held its grand opening and 
was host to more than 400 customers. 

George Shaw, retired partner in the 
Wertz & Shaw feed mill, Union, died Feb.- 
ruary 6 at the age of 76. 

George Bruington has opened a feed 
business in the McMillan Produce building, 
Stronghurst. 

Arthur and Kendall Romack have open- 
ed a new feed and grocery store at Fal- 
mouth. 

S. W. Goers has opened the Effingham 
Feed & Supply at Effingham. He also 
owns and operates the Altamont hatchery, 
Altamont. 

E. L. Champion, widely known grain and 
feed dealer at Lerna, died at his home 
February 18. 

John R. Runzie, founder of the Runzie 
Feed Co., Alton, died February 17. The 
firm is now operated by his two nephews, 
John and Joseph Curdie. 

Plano Feed & Supply Co., Plano, has in- 
stalled a new electric incubator. 
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Magill New President 
Of Millers Group 


R. Ward Magill, president, Kansas Mill- 
ing Co., Witchita, Kan., has been elected 
president and chairman of the board of 
the Millers National Federation by unani- 
mous vote. 

He is now serving as vice president and 
chairman of the finance committee of the 
federation and will take over his new 
office on May 9 when the organization 
holds its 38th annual convention in Chicago. 

Mr. Magill was born in Kingham, Kan., 
in 1891 and graduated with a law degree 
from the University of Kansas in 1913. He 
has been president of the Kansas Milling 
Co. since 1933 and his other business con- 
nections include membership in the board 
of directors of the Missouri Pacific railroad, 
the Fourth National bank at Wichita and 
the Western Millers Mutual Fire Insurance 
Co. 

@ KEDL FEED MILL and store, Wauzeka, 
Wis., has been leased by Walter Geitz who 
began operating it March 1. 

@ EARL TINSLEY, Prentice hatchery, Leon, 
Ia., is now handling a complete line of 
feeds. 

@ MRS. ELVA BRINSER has purchased 
the plant of the Golden Eagle Milling Co. 
at Middletown, Pa. Her husband formerly 
operated it. 


INDIANA 

Joseph W. McConnell, 73, McConnell 
Grain Co., Templeton, died recently at his 
home in Oxford. 

Milton R. McGuire, who resigned as sales 
manager of the Indiana Flour & Feed Co., 
Muncie, has returned to that position. 

Smith Feed & Grain Co., Greencastle, is 
now packing its feeds in sacks which bear 
a reproduction of the Stolzenfhels castle 
in Germany to give a connotation of the 
Indiana town in which they are manufac- 
tured. 

Berlin Rogers has purchased the Jehu 
Richwine feed mill, Aroma, and is remodel- 
ling it. 

Huntertown Grain & Lumber Co., Inc., 
has been organized at Huntertown with a 
capital stock of $75,000. 

B. F. Workman has moved his feed store 
to 210 S. Broad street, Sullivan. 

NEW SALSBURY AD MAN 

Fremont J. Conrad has been added to 
the staff of the advertising department of 
Dr. Salsbury’s Laboratories, Charles City, 
Ia. Mr. Conrad is a graduate of agricul- 
tural journalism at the University of Wis- 
consin, and prior to graduating in 1934 
was the author of many feature articles in 
leading poultry periodicals throughout the 
country. He came to Salsbury’s Labora- 
tories from the Pacific branch office of 
the James Mfg. Co., Fort Atkinson, where 
he wrote sales and service correspondence 
and edited a weekly house organ for the 
sales staff. His present work will further 
develop the service of Dr. Salsbury’s Lab- 
oratories extended to dealers as an aid 
to merchandising its products through local 
advertising and publicity. 
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It’s ready for you to mix... 


ATURAL VITAMIN 


in dry product form 
combined with 


Here is a simple economical way to handle 
natural fish liver oil Vitamin D in making 
poultry mashes. Use Flaydry Lactoflavin 
Supplement combined with Vitamin D. 


GROWTH 
MEASURES VALUE 


Your customers judge feed 
values by chick growth. Lead- 
ing agricultural experiment 
stations have proved that Lac- 
toflavin and the other factors 
of Milk’s B-G group of vita- 
mins are vitally important to 
chick growth. 

Vitamin D is essential to 
poultry at all times and espe- 
cially important for bone de- 
velopment in growing birds. 

By using Flaydry Lactoflavin 
Supplement with Natural 
Vitamin D in all your mashes 
you are dependably adding 
both Milk’s B-G group of 
vitamins and the natural Vita- 
min D of fish liver oils. 


GROWTH HATCHABILITY PRODUCTION 


In one ready-to-mix dry prod- 
uct you get both Milk’s B-G 
group of vitamins and natural 
Vitamin D. 

This natural Vitamin D is 
available in the exact amounts 
your formulas call for. You 
specify your Vitamin D require- 
ments, we fill the order to fit. 

When you buy your Vitamin 
D combined with Flaydry Lac- 
toflavin Supplement you lower 
inventory costs and reduce 
handling expense. Borden’s cer- 
tificate of guarantee as to A. O. 
A.C. Vitamin D units backs your 
purchase. Take advantage of 
these savings. 


Write for full information. 


HE BORDEN COMPANY 


350 


Special Products Division 
MADISON AVENUE, NEW YORK, N. 
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A CLOSE follow-up of park commis- 
sions, golf clubs, colleges and large 
estates during the last year resulted in 
sales of four tons of lawn seed and two 
carloads of lawn and garden fertilizer for 
Bennett & Son, Easton, Pa. 

“Practically all our sales on these two 
lines are made as a result of contacts out- 
side the store,” said John D. Bennett, who 
believes it is more profitable to go out 
after business than to wait for it. 

“Large buyers of lawn seed, lawn and 
garden fertilizer wait for the seller to soli- 
cit their business. We recognized the wis- 
dom of going after this business, because 
it is a line that can be sold at a nice 
profit. 

“Lawn seed and fertilizer sales are es- 
pecially desirable because we do not have 


here’s way to get 


Extra Sales 


of seed, fertilizer 


to warehouse large quantities of this ma- 
terial. Stock investment is small in rela- 
tion to sales volume. At the beginning of 
the season we contact with our sources of 
supply for the approximate quantity of 
seed and garden fertilizer we will need 
during the year. 


“Before any shipments are made to us 
we go to our customers and obtain their 


for poultry! 


No wonder Dr. Salsbury’s dealers are cashing in! 
This year—more than ever—it will pay YOU to 
concentrate on Phen-O-Sal. For the consumer 
demand will be bigger than ever—built up by the 
most extensive advertising and merchandising 


campaign in Phen-O-Sal’s history. 


And remember—there’s NO substitute for Dr. 
Salsbury’s Phen-O-Sal. It’s a double-duty* drink- 
ing water medicine for poultry that’s always uni- 
form in quality and composition. A balanced 
blend of antiseptic and astringent drugs that has 


proved its worth through years of use. 


Stock, display and recommend Dr. Salsbury’s 
Phen-O-Sal—for better service to your custom- 


ers, more business for YOU. 


True? You bet! A recent, nationwide survey in- 
dicates that thousands of poultry raisers all over 
the country prefer Dr. Salsbury’s Phen-O-Sal 
Tablets above all other drinking water medicines 


DR. SALSBURY'S LABORATORIES, Charles City, lowa 


*XDOUBLE-DUTY MEDICINE 
Dr. Salsbury's Phen-O-Sal acts in 
TWO important ways: (1) 
checks germ growth in the drink- 


ing water: (2) medicates the 
chicks’ digestive system. Cash 
in on this double-duty ion! 


orders with approximate delivery dates. 
This gives us the opportunity of ordering 
shipments only as fast as we need them 
to meet deliveries. Most of the material 
is delivered direct from the railway cars 
to our customers. 


“We contracted for two carloads of fer- 
tilizer before the season opened, and in 
taking orders we arranged delivery dates 
so that each shipment could be delivered 
to our customers on the day we received 
it. This saved us considerable trouble and 
expense by eliminating warehousing, and 
at no time did we have much money in- 
vested in stock on the floor. 


“The same plan is followed in selling 
lawn seed. Beginning in February we go 
to all our seed customers of the previous 
year and get their orders for the season. 
Each year we add some new customers 
through personal solicitation, so that we 
are able to increase our seed volume each 
year.” 


@ HERBERT L. COX, Rosedale Elevator 
Co., Rosedale, Ind., was killed recently 
when his clothing became entangled in a 
revolving chain and he was thrown against 
a pulley. He was 44 years old and a 
brother of Leslie O. Cox., owner of the 
elevator. 


@ FORD ESHELMAN, Virginia-Carolina 
Chemical Co., is now located at Lake Mills, 
Wis., and has been assigned to the Wis- 
consin and upper Micihgan territories on 
V-C fertilizers. His headquarters were for- 
merly at East St. Louis, IIl. 


WISCONSIN FIRMS MERGE 

Farmers Cooperative Produce Co., Mar- 
athon, Wis., has merged with the Union 
Cooperative Oil Ca. of that city. William 
Artus, former manager of the Farmers co- 
operative, will continue as manager of the 
feed department of the combined firms 
under the supervision of the oil company 
manager, L. C. Kirk. Mr. Kirk has spent 
more than a decade in the feed business 
serving with the Emerald Cooperative Ex- 
change and the Farmers Union, Cumber- 
land, Wis. He came to Marathon in 1939. 
Mr. Artus served for several years as a 
bookkeeper for the Edgar Cooperative Pro- 
duce Co., Edgar, Wis., and joined the co- 
cperative at Marathon two years ago. 


Milwaukee District 
Elects Officers 


William Slugg, Jr., W. G. Slugg Feed 
Stores, Menomonee Falls, Wis., was elected 
president of the Milwaukee District Seed 
& Feed Dealers at a meeting of the organi- 
zation held at the Menomonee hotel, Me- 
nomonee Falls, February 22. He succeeds 
John Gessert, Menomonee Falls. 

The selling of government TVA fertilizer 
to the farmer through county agents was 
branded as unfair competition in a discus- 
sion on this subject. Seed prices, including 
those on hybrid corn, were also discussed. 

The meeting was attended by 28 persons, 
representing 19 firms in the Milwaukee 
area. 
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ARGE supplies of feed and 

favorable feeding ratios re- 

sulted in a 7.4 per cent in- 
crease in the number of grain-con- 
suming animals on farms in 1939, 
the United States department of 
agriculture reports in its review of 
the year. This fact, combined with 
the increase in cash income from 
the sale of farm products, provides 
a bright outlook for the feed busi- 
ness in 1940. 

There were approximately 136,- 
700,000 grain consuming animals 
on farms on January 1, 1940, as 
compared with 127,300,000 on the 
same date in 1939. Hog numbers 
are now considerably above the 
pre-drought, five-year average in 
the corn belts east of the Mississippi 
river. The number of cattle on farms 
is above average in the states bor- 
dering on the Mississippi river and 
eastward. 

Estimates indicate that there are 
more than 429,000,000 chickens in 
the United States as compared with 
412,500,000 a year ago. The chick- 
en population in the nation is one 
of the largest in recent years, the 
January 1, 1940, inventory reaching 
the highest figure on record which 
was in 1928. A definite downward 
trend followed from 1928 to 1935 
and since that time there appears 
to have been a levelling off of 
numbers. 

The index of prices received by 
farmers in mid-January advanced 
to 99 per cent of the 1910-14 level 
which was five points higher than 
a year earlier and the highest in 
iwo years. 

Prices of poultry products were 
€ points lower than a month earlier 
but all other groups showed an in- 
crease. The index of grain prices 
averaged 90 per cent of the 1910-14 
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greater on united states farms 
outlook for feed men favorable 


level on January 15 which was 
three points above the previous 
month and 24 points higher than a 
year ago. Dairy products and meat 
animals increased slightly. 

Cash income of United States 
farmers for all types of livestock in 
January 1940 was $369,000,000 as 
compared with $347,000,000 in Jan- 
uary, 1939. Of this total meat ani- 
mals accounted for 202,000,000; 
dairy products, $117,000,000, and 
poultry and eggs, $46,000,000. 

Cash farm income in the North 
Atlantic region was higher than a 
year earlier in all states with Maine 
and Connecticut showing the great- 
est increases. The 
east north central re- 
gion also showed a 
gain with the great- 
est increases occur- 
ing in Illinois and 
Ohio. The lower lev- 
el of wholesale milk 
prices in Wisconsin 
partially offset the improvement in 
income from other commodities and 
income in that state, as a result, 
was only slightly higher than a year 
earlier. 

Larger marketings of grain and 
livestock resulted in a gain in cash 
income for lowa and Missouri and 
helped contribute to larger income 
in all states in the west north cen- 
tral region. 

Prices of feed grains in recent 
months have been supported by the 
increased numbers of livestock on 
farms, by the larger number of 
farmers eligible for corn loans 
under the AAA farm program, by 
improvement in business activity 
during the past year and by poor 
prospects for the 1940 wheat crop: 

There was little change in the 
price ratios between livestock and 
feed grains from mid-January to 
mid-February. During January feed- 
ing ratios were generally less favor- 
able than the average during Jan- 


uary in the years 1928-32. The hog- 
corn price ratio averaged 9.0 dur- 


ing January, 1940, as compared 
with 11.4 per cent for the 1928-32 
average. 

During January this year the val- 
ue of 100 pounds of feed was equi- 
valent to the value of 6.49 eggs as 
compared with 4.63 dozen eggs for 
the five-year average. In January 
this year one pound of butterfat 
was equivalent in value to 29.4 
pounds of dairy feed as compared 
with 31.2 pounds during 1928-32. 

The decline in industrial activity 
during January apparently had lit- 
tle effect upon consumer demand 
for farm products. Improvement in 
the general level of farm prices 
which has occurred since Decem- 
ber apparently was due to most 
unusual weather conditions affect- 
ing supplies rather than to changes 
in demand. Recession of industrial 
production which occurred in Jan- 
uary appears to be continuing at 
about the same rate. Though no 
immediate turnabout is in prospect, 
the decline will probably be halted 
in time to prevent any major de- 
crease in consumer income and de- 
mand for farm products. 

@ T. F. YOUNG has leased the Starcher 
warehouse on Main street at Ripley, W. 
Va., and will open a feed store. 

@ CECIL FEAGANS is rebuilding his flour 
and feed mill near Wheatland, W. Va, 
which was recently destroyed by fire. 


@ FINLEY AND AUSTIN COTTON have 
opened a new feed store at 148 Third ave- 
nue, Gallipolis, Ohio. 
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@ ELMER DAVIS has been named man- 
ager of the Rosenstiel & Co. elevator at 
Polo, Ill. 


@ WALKER BROS., Greentown, Ind., have 
opened a custom grinding department to 
supplement their present business. 


@ DELTA FARMERS Cooperative Grain & 
Supply Co., Delta, Ohio, was host to more 
than 700 persons at its annual meeting and 
pot luck dinner held recently. A feature 
of the event was the entertainment pro- 
vided by a customer who gave imitations 
of farm animals, a fire siren, bugle calls 
and other popular sounds. The local county 
agent also appeared on the program and 
discussed agricultural problems. 


What Confucius Say 


by EMIL J. BLACKY 


Contucius say, “go out and sell ‘em 
feed, 

And family will never be in need.” 

The wise old Oriental also follows 
through 

With, “book accounts will soon 
count up for you.” 

“A customer,” the great Confucius 
say, 


Or it may be only back-fire . . 


CLO - TRATE 


contains not less than 
3000 U.S.P. units of vita- 
min A and 400 A.O.A.C. 
Chick units of vitamin D 
per gram. 


CLO-TRATE”200" 


contains not less than 
1500 U.S.P. units of vita- 


min A and 200 A.O.A.C. 
Chick units of vitamin D 


\ 


It Might Be Murder! 


. or a champagne party. One’s hearing 
or other senses are not always trustworthy guides. 


Certainly they are no help in checking the vitamin A and D potencies 

of the oil used to fortify your feeds. You have surer means. You may 
choose an oil produced by a manufacturer upon 
whose integrity you know you can rely. 


You can be sure that CLO-TRATE measures 
up fully to its vitamin A and D guarantee . 
that it is carefully standardized and uniform in 
vitamin content . . . that every batch is subjected 
to the most exacting chemical, physical and 
biological tests. 


NEWARK 


CLO-TRATE “dependability” can be 
counted upon at all times, even if the 
European War may make future adjust- 
ments necessary. 


WHITE LABORATORIES, INC. 


Manufacturers of Vitamin Products 


NEW JERSEY 


“Want service from a dealer — or 
no pay; 

He like a fickle girl friend when 
she meet 


Clark Gable as she walking down 
the street; 


He go to competition plentee quick, 


When dealer no got ‘it’ to turn the 
trick, 


Who countee chicks before they 
hatch 


Must make sure that he sell some 
scratch. 


Who sell more feeds because he 
cutee price 


Soon starve to death—no eatee 
rice. 


Who closes ear when feeding ex- 
perts talk, 


Get brittle as old piece of chalk.” 
Yes, great indeed, Confucious was, 
And we've a hunch it was because, 


Those Chinese proverbs, brief and 
wise, 


Were means he used to advertise. 


Archer-Daniels Now 
100 Years Old 


Archer-Daniels-Midland Co., Minneapolis, 
has launched an all-year centennial cele- 
bration in honor of its 100th anniversary. 
The firm was founded in 1840 and still 
counts among its active executives de- 
scendants of the Archer and Daniels fami- 
lies which originally established separate 
businesses and later combined to develop 
the present organization. 

“I am proud of the record our firm has 
made in its century of service to the farm- 
er,’ comments Shreve M. Archer, president 
of the company, “but, frankly, I am glad 
to be dealing with the problems of 1940 
rather than those that my grandfather 
faced back in the arly 1840's.” 

One of the unusual features about the 
Archer-Daniels-Midland Co. centennial cel- 
ebration is the fact that instead of receiv- 
ing presents, the concern is making gifts 
to its friends and customers. 

Especially active in this respect is the 
specialties division, headed by Dr. August 
J. Pacini, well known vitamin authority. 
Dr. Pacini is supplementing an intensive 
educational campaign on the need of vita- 
min E for livestock and poultry with the 
presentation of agricultural college text 
books on various specialized farm subjects. 

“A 100th birthday,” he said, “is import- 
ant only as it gives an opportunity to start 
off the second 100 years with an even 
fuller measure of value and service.” 


THE FEED BAG — March, 1940 


=~ ; 
4 
per gram. 
Ras 
> 
(27cm 
orortirico 
VITAMINS 
| \ 
| 


HE good feeling of an industry 

“coming alive’’ was in every- 

body’s bones at Des Moines 
the last three days of February. 

That joint convention of grain and 
feed people out of which was born 
Iowa's new organization, the West- 
ern Grain & Feed association, will 
be remembered long as a crucial 
time — one of those occasions when 
history seems to turn a corner. 

Those of us who have had good 
feeding and good feed merchandis- 
ing close to our hearts probably 
sensed more keenly what was hap- 
pening than did some of the others. 
The awakening of an industry! You 
could see it in the way hard-bitten 
old elevator men literally hung on 
the announcer’s words as the film 
“Vitamins on Parade” unrolled. And 
again in the eager interest of a 
great roomful of dealers in the sim- 
ple quiz questions of an “Informa- 
tion Please’ on feeding and nutri- 
tion. 

And it was in the solid support 
for the consolidation program which 
is uniting the old and the new — 
the 40-year old Western Grain & 
Feed Dealers association and the 
four-year old Independent Feed 
Dealers of Iowa. 

Iowa stepped out into the lead 
with this convention. Without “show- 
ing off’, the industry nevertheless 
most effectively demonstrated its 
capacity. The Iowa people proved 
they are big enough to recognize 
the almost complete unanimity of 


of progress as feed and grain 


“men unite in 


interest among grain and feed peo- 
ple in this modern era. They also 
proved themselves big enough to 
transcend petty distinctions be- 
tween dealers and jobbers, be- 
tween cooperatives and independ- 
ents, between terminal manufac- 
turers and local mixers—dall in 
favor of a broader industry program. 
It is in recognition of this enlight- 
ened attitude that The Feed Bag has 
chosen the unusual method of 
bringing its readers a commentary 
on the Iowa convention, instead of 
the usual straight news report. 
The entire three-day program 
was streamlined like a diesel train. 
There wasn't a single report, speech 
of welcome, or formal presentation 
on the agenda. The time in the 
meetings was fully occupied with 
the business at hand, of hearing 
what visiting speakers had to say 


LADIES AND MEN showed keen 
interest in the lowa convention. 
Left to right, top row, are W. E. 
Campbell, C. G. Orsinger, J. B. 
Fox, A. W. Gerber, Roy Freeman, 
L. J. Culp, Tom Sexton, R. M. Pres- 
ton, A. E. Sargent, Clifford St. Cyr 
and Edw. Schatz. Bottom row— 
Ray W. Kanitz, C. A. Thomas, Miss 
Elizabeth Stegall, Mrs. H. W. 
Swanson, Mrs. F. H. Kelley, C. R. 
Decker, Jr., John Hinck, J. L. 


O'Brien, Gordon Thomas, J. A. 
Gay and Frank Argo. 


one organization 


and then discusing it in open forum 
sessions afterward. 

Since the meetings were full from 
beginning to end, it is apparent that 
is the kind of treatment grain and 
feed men like best. 

The “Information Please” pro- 
gram, discussed elsewhere in this 
issue, was the highlight of the con- 
vention, and they're still talking 
about it up and down the territory. 
The setup was this: 

. Four “experts” from the trade sat 

around a table on which were a 
couple of microphones, so the en- 
tire audience could sit in on all the 
discussion. Questions were submit- 
ted from the floor, in writing, in an 
attempt to “stump” the board of 
experts on some phase of nutrition 
or practical feeding. Prizes were 
awarded to any successful ques- 
tioners. 

Checking up on the experts were 
three umpires, recognized authori- 
ties, who decided whether the ques- 
tions were properly answered. 

Only three feed men, Ray Wal- 
ters, Harlan, Maurice Gardner, Ce- 
dar Rapids, and Hugh Roberts, Mo- 
neta, succeeded in confounding the 
experts, for a total of $13.00 in 
awards. 


(Continued on Page Thirty-six) 
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New 
Low Cost 


OMALASS 


Processed 
Dried Molasses 


The original dry molasses 
product in powder form. 
Contains an average of over 
45% SUGARS. Use OMA- 
LASS whenever thorough 
mixing and even distribution 
of molasses is desirable. Low 
in cost—and extra economi- 
cal because it's concentrated. 
Write for prices and complete 
details on this fine quality 
dry-molasses product. 


Makes a BETTER Feed 
Makes You More Money 


VyLactos is the only concentrate that contains 7% Lactic Acid 
—PLUS—Cod Liver Oil, Wheat Germ Oil, Iodine, Manganese, 
Milk Sugars, and Yeast (Vitamins B: and G)—all in one bag 
at one low cost. On the market for 12 years, VyLactos is now 
used by many leading feed mixers. Use VyLactos to improve 
your feed — to increase your sales — to reduce your costs. 
Write for free literature 


VyLactos Laboratories, Inc. 
DES MOINES, IOWA 


VyLactos 


Laboratories, Inc. 
Des Moines, lowa 


PROFIT ON 
PREPARED DEALER'S 
FEEDS [| PROFIT ON 
Get PREPARED 


BOTH FEEDS 
Under the JERSEE Plan! 


Pocket up to $20.00 a ton more profit! Make 
your own concentrates and prepared feeds. 
Use JERSEE BALANCER. Goes twice as far 
as other vitamin and mineral supplements. 
Follow your present formulas, pound for 
pound, if you like. The Jersee Plan tells you 
what to do and how to do it — includes 
complete merchandising-advertising service. 
Write for information today! 


THE JERSEE COMPANY, MINNEAPOLIS, MINN. 
JERSEE BALANCER 


cost source oF VITAMIN A 


Forget mixing troubles — cut your mixing 
costs — insure ample vitamin A content in 
your feeds with Caratone, the new free- 
flowing powder. 


Caratone, a carotene product, is nature’s own 
source of vitamin A. It provides vitamin A activ- 
ity as found in yellow corn, carrots, tomatoes 
and leafy plants. Of vegetable origin, and palat- 
able, Caratone not only saves time and cost—but 
definitely adds to the acceptance of your feeds. 


Write for Full Information 
Get the Caratone story now — see how easy it 
is to mix—how easy to handle. Packed in kraft 
lined jute bags, there are no drums to bother 
“ about — no return charges. 


Your customers, too, will appreciate the 
‘extra values of feeds fortified with Caratone. 


GENERAL BIOCHEMICALS, INCORPORATED 
Dept.10 © 418 Republic Building ¢ Cleveland, Ohio 


A-B-C-D-EéG 
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The Sells 


HE man who sells, keeps life 

flowing in our economic veins. 

Upon his performance de- 
pends our national income, rather 
than the speeches and the bills of 
the politicians. 

What causes railroads to buy lo- 
comotives by the hundreds; freight 
cars by the thousands? It is because 
there have been sales made of all 
kinds of material entering into the 
consumption of busy mankind in 
every part of this country. 

Sales necessitate transportation. 
Transportation calls for power and 
vehicles and coal and men. So 
the result of sales ramify into every 
nook and cranny of civilization. 

Sales light the furnace fires, 
blacken the sky with smoke, set 
ponderous machinery in motion, 
and quicken the demands for 
labor. 

He who sells, is the apostle of 
happiness and the bulwark and the 
real creator of prosperity. 

Of what commercial value is the 
most useful and wonderful device 
that was ever invented unless it is 
exploited by the man who knows 
how to sell it? 

You could combine the persons 
of Edison, Marconi, Ford, Steinmetz, 
and other great inventors into one 
group. They could burn the mid- 
night oil, employ to the limit their 
inventive genius, wallow in prob- 
lems of electrical structures, mys- 
teries of combustion, sky-high math- 
ematics,and they could all together, 
finally produce something for which 
they were convinced a waiting 
world was eager to buy. When it 
was all done, laboratory experi- 
ments through, the drafting finished, 
the tools made, dies prepared, sam- 
ples run and checked, and the first 
production in cartons ready to ship, 
unless they found some man who 
could make people believe they 
need it and sell it to them; unless 
they found someone like you who 
could make the public willing to 
exchange its hard-earned money 
for it instead of for something else 
they might buy, the inventor’s and 
engineer's pants would be frayed 
at the edges and out in the seats 
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keeps wheels of industry turning 
creates real kind of prosperity 


by RALPH W. CARNEY 


and every one of them would be in 
the bread line before you knew it. 

Not a single bookkeeper would 
have a job. The accountants of 
every company would be happy to 
sit behind a cash register in cafe- 
terias. The production men could 
go to the Fiji islands and bask in 
the sunshine and study feminine 
anatomy at close range, because 
there would be no need for their 
efforts. 

Shipping clerks hands would 
grow soft and white and production 
superintendents would wish they 
were back in technical school. 

The best friend of everybody is 
the man who sells things. 

He who sells, must be patient, 
tactful, broad-minded, generous, 
good natured, tireless, and well 
informed. For the man who sells, 
no whistle blows to sound the end 
of his daily toil. He punches no 
time clock. He has no Saturday 
afternoons for golf and precious few 
Sundays for church and rest, be- 
cause he’s making out reports. For 
him there are few peaceful even- 
ings at his home fireside and little 
contact with wife and children and 
the joys of family life. For the man 
who sells, it is get up and go— 
hustle — hustle — hustle; fight — 
fight — fight; talk — talk — talk. 

No matter how the salesman him- 
self feels, how restless a night he 
has had, no matter what worrisome 
news may be received from home, 
he has to have a smile on his face. 
He has to be full of energy, of good 


Here is an article that will make you 
realize the importance of selling. It is 
part of a talk delivered by Ralph W. 
Carney, vice president and general sales- 
manager, Coleman Lamp & Stove Co., 
Wichita, Kan., who is ‘considered as 
America’s No. 1. salesman. 


humor and radiate infectious en- 
thusiasm. 

I think that after a man has a 
record of service in the selling of 
things, he has attended the severest 
of all business schools; namely, con- 
tact with the rough edges, the un- 
reasonable dispositions of people 
and many times the artificial re- 
sistance thrown up by a buyer who 
thinks that he must do that as a 
matter of course. After a man has 
been chilled to the marrow by cold 
receptions; after he has been tried 
out in the crucible of keenest com- 
petition and has made good, I 
think he should have a degree con- 
ferred upon him. 

Many a man who has received a 
degree from the universities of this 
land hasn't undergone one-tenth of 
the hard work and self-sacrifice of 
the man who sells things and he 
hasn't learned half as much in the 
same period of time. 

Fill up the most luxurious office, 
take a whole floor in the most con- 
spicuous block in the largest city 
of this country, go out and buy 
broad acres and erect magnificent 
factories. Equip them with all mod- 
ern machinery and lighting devices, 
and you would never pay the labor- 
ing man who built that building or 
the worker who makes the mer- 
chandise, one cent. The landlord 
would throw you out for non-pay- 
ment of rent of your offices, if the 
fellow with the sample case and the 
catalog away from home plunging 
through midnight blackness on 
trains or driving cars along dusty, 
muddy, or perhaps rough roads and 
over detours, putting up with not 
only all sorts of discomforts, but real 
personal danger, was not sending 
in his orders so that the wheels 
might go round and so that the in- 
side people in that great office 
might have work provided for them, 
and so that some cantankerous au- 
ditor fretting about expenses might 
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earn his salary by finding fault with 
every expense account. 

And I don't know what in the 
world these credit men would do if 
they didn't have orders sent in that 
they could turn down. 

So that the other fellows, both 
associates and customers with de- 
grees may receive their salaries 
promptly and have a job to receive 
a salary for, let's give the man who 
sells things a degree. 

I don't know what you want to 
call him—I don’t know what name 
you might select, but I'm telling you, 


\A @ 
IF YOU ARE BLUE 


The Blue Streak Corn-Cutter is 


STEEL-CUT CORN 


IS A SPRING 


STREAK EQUIPPED 


that you who sell are the life blood 
of all trade and every man and 
woman's job in this country is ul- 
timately and absolutely dependent 
on the man who sells. 

All honor, therefore, I say to the 
man who sells things. When he is 
not abroad in the land, there is 
nothing doing anywhere. So sure 
as the rising sun foretells the com- 
ing of the day, so does the appear- 
ance of the man who sells things 
foretell commercial activities, and 
just in proportion as he succeeds, 
the tide of prosperity ebbs or flows. 


MONEY-MAKER 


all the manufacturing equipment you need 

to add steel-cut corn to your feed line. A cutter head with blades that 
require no sharpening—adjustment to produce the grade you want in the 
quantity you need — a grader that produces 5 grades: coarse, medium, 


baby chick, meal, and bran. 


Poultry raisers are going to be looking for steel-cut corn . . 


. of quality. 


Be ready for them with a Blue Streak, and a superior type of steel-cut 
corn produced at a cost that means a profit for you. 


PRATER PULVERIZER COMPANY 


1849 South 55th Avenue, Chicago, Illinois 
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Central Association 
Board Meets 


Dates for the annual convention of the 
Central Retail Feed association were offi- 
cially set for June 3 and 4 at a mesting 
of the board of directors which was held 
at Milwaukee, February 19. Headquarters 
will be at the Schroeder hotel, Milwaukee. 

The new Wisconsin law which licenses 
and regulates itinerant merchant truckers 
was discussed and the secretary was in- 
structed to forward all complaints of viola- 
tion of this law which are received from 
members to enforcement officials at 
Madison. 

It was voted by the directors that mem- 
bers of the Central Retail Feed association 
be extended the opportunity of affiliating 
as individuals with the Grain & Feed Deal- 
ers National association by paying an ad- 
ditional dollar in dues to the Central. 

The continuation of the 4-H club program 
sponsored by the association was also 
agreed upon and further awards are to be 
made to boys and girls who have done 
outstanding work in various projects. 


@ CLAUDE WOODWARD has been ap- 
pointed manager of the Farmers Grain Co., 
Springport, Mich:, to succeed the late Ab- 
raham E. Schepers. He was associated 
with the Hillsdale Cooperative Association, 
Hillsdale, Mich., for the past 18 years and 
enjoys a wide experience in the grain, 
feed and seed business. A. L. Ward is 
presideni of the Farmers Grain Co. 


Western Penn Group 
Hears Bethke 


Dr. R. M. Bethke, Ohio agricultural ex- 
periment station, was the principal speaker 
at a meeting of the Western Pennsylvania 
Feed Dealers association which was held 
at Kaufman’s hotel, Zelienople, Pa., March 
5. He discussed “Quality in Feedstuffs.” 
A discussion on cooperation and merchan- 
dising, was also held. 


The Western Pennsylvania Feed Dealers 
association was organized within the past 
year and is making rapid progress. Its 
membership includes independent manu- 
facturers and feed dealers interested in 
the betterment of the industry. 


Janesville Dealers 
Discuss Seeds 


Selling of seed on a profitable basis and 
the probable trend of the market were dis- 
cussed at a district meeting of feed dealers 
held at the Myers hotel, Janesville, Wis., 
February 22. Forty-five seed dealers from 
southern Wisconsin and northern Illinois 
attended. 

V. W. Chladek, Kellogg Seed Co., Mil- 
waukee, furnished a radio singer who en- 
tertained during the dinner which opened 
the meeting. Cigars were supplied by the 
Courteen Seed Co. and lemonade punch 
was served through the courtesy of the 
Farley Feed Co. 

The dealers stood with bowed heads for 
one minute in memory of George Graham, 
Graham Seed & Feed Co., Janesville, who 
was buried February 16. 
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Men 


campaign to boost 
egg consumption 


EED dealers and manufactur- 

ers, hatcherymen, grocers and 

other business people are co- 
operating in promoting increased 
consumption of eggs for the bene- 
fit of the farmer and poultryman in 
a “Spring Egg Festival’’ which gets 
under way this week. 

The first barrage of the campaign 
will begin March 14 and last for 
seven days. After a brief respite, 
activity will again begin the week 
of April 11. 

Splitting of the campaign into two 
different weeks was the suggestion 
of the National Poultry Producers 
Federation. The object is to cushion 
the first spring avalanche of eggs 
in March and to tide over the slump 
in April which is expected to follow 
the Easter spurt. 

Special posters and other adver- 
tising helps to promote the cam- 
paign are being offered by the In- 
ternational Baby Chick association. 
The following suggestions are of- 
fered: 

1. Make a complete list of all 
business men in your town. You 
can use the phone lists for this as 
a starter. 

2. Make a personal call, if possi- 
ble, on these business men or at 
least phone them or write a letter 
urging that they join in this cam- 
paign to increase the consumption 
of eggs. Make them realize that it 
is to their benefit to help the farmer 
and egg producer get more money 
for poultry products. 

3. Get leading restaurants, stores, 
merchants, bankers and other busi- 
ness people to place posters in their 
place of business. Ask the stores to 
make a liberal display of eggs dur- 
ing the “Springtime Egg Festival.” 

4. Do not depend on them to put 
up these posters. See to it yourself 
that the posters are placed at least 
in the groceries in your town. 
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5. Get your newspaper editors, 
radio stations and other channels 
to give full publicity to the “Spring- 
time Egg Festival.” 

6. Buy and eat plenty of eggs 
yourself during this campaign to 
help the cause along. 

Coincident with the “Springtime 
Egg Festival’ the Planning Commit- 
tee of the Poultry and Egg Industry, 
as approved last August at the 
World's Poultry Congress announc- 
ed a tentative program which is 
aimed to increase egg consumption 
over a long time pull. The follow- 
ing recommendations are contained 
in the report which was issued after 
numerous conferences were held: 

1. That a National Board be set 
up to consist of one representative 
chosen by each national and re- 
gional association of producers, 
breeders, hatcherymen, cooperative 
marketing groups, processors, pack- 
ers, distributors, retailers who are 
also receivers, feed manufacturers, 
feed dealers, equipment manufac- 
turers, supply manufacturers, etc. 
(An organization to be regional 
must have membership in at least 
three states.) It is recommended 
that at all times membership on 
the board shall be so constituted 
that the producer section shall be 
in a majority. 

The board may add to its mem- 
bership any organization which in 
its judgment should be included. 

The board may choose the neces- 
sary committees, such as executive, 
financing, research, etc. 

The Planning Committee recom- 
mends that the associations so de- 
scribed be each asked immediately 
to select a representative to this 
national organization and that a 
meeting of the organization be call- 


ed as soon as a minimum of ten 
(10) delegates can be appointed, 
but not later than Thursday, July 
25, 1940. 

2. The Planning Committee shall 
continue to function until such time 
as the National Board is selected 
but it will make no permanent com- 
mitments. 

INITIAL FINANCING 

3. The Planning Committee re- 
commends that for the first two 
years’ operation (unless a perma- 
nent plan can be worked out soon- 
er) a minimum of $50,000 per year 
be raised by voluntary subscription. 
For this purpose the industry is to 
be divided into five (5) groups as 


follows: 


1. Processors, packers, warehous- 
ers, dealers, distributors and hatch- 
eries. 

2. Feed manufacturers, dealers, 
handlers of special ingredients and 
other commodities fed to poultry. 

3. Incubator ‘and brooder manu- 
facturers, equipment manufacturers 
and manufacturers of all kinds of 
supplies used in the poultry indus- 
try in any way. 

4. Distributors, retailers purchas- 
ing products direct from original 
receivers, auctions, and all coop- 
erative organizations. 

5. Press. 

That a minimum of $30,000 be as- 
sured before the National Board 
shall begin work. Also, that no 
pledged money be called in until 
this minimum shall be attained. 

FIRST YEAR 

4. Bearing in mind that there ex- 
ists the necessity for contacting 
numerous organizations, companies 
and individuals to arrive at an 


(Continued on Page Thirty-two) 
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He tried to save labor by putting the Epsom 
salts right in the dry mash. He "guessed" 
and had a mortality of 20%. 


N urgent call from a large- 

scale broiler raiser found me 

arriving at the farm after 
dark. “The chicks,’” he had said, 
“are dying like flies, and are the 
runtiest lot at four weeks I have 
ever raised.” 

One glance at the brooding con- 
ditions solved the problem—2,000 
chicks under two stoves; two night 
lights (one of which was burned 
out) with the majority of the chicks 
attempting to crowd under the stove 
nearest the good light. 

It was a pitiful sight. He had 
been correct in his description of 
the chicks at that stage. But the 
worst was yet to come—it did come 
—all the result of his attempting to 
save a few dollars worth of coal. 

Mrs. E. J. M. called recently. She 
had started with 1,000 chicks and at 
6 weeks had only about 300 remain- 
ing. Shrugging her broad shoulders 
in a resigned manner, she conclud- 
ed that they had come from weak 
stock. A visit to the brooder house 
revealed about 300 nicely develop- 
ed broilers — but many of them 
gasping for breath. A closer study 
showed some few spots where 
bloody mucus had been discharged. 
No, this was not a case of young 
stock from weak parents, but her 
first case of and initiation to infec- 
tious laryngotracheitis. 

As the poultry population in- 
creases, so does the number of new 
diseases. The first few outbreaks 
of a new poultry disorder are usu- 
ally confused with some other dis- 
ease. However, it does not take 
the qualified state or commercial 
laboratory long to determine the 
cause. 


e 


cusses poultryman but 
he‘s at fault himself 


When a poultryman has trouble with his chicks he usually “jumps down the throat” 
of the feed dealer or hatcherymon. Nine times out of ten neither the feed or the chicks 
is at fault. Here is an article written by the service man of a large eastern hatchery 
which relates his experiences as a “trouble shooter.” The incidents he describes should 
serve as a reminder to every feed dealer to follow up on his feed sales to be assured 
that the customer is using good flock manageinent. The article is reprinted through 
the courtesy of Everybody's Poultry Magazine, Hanover, Pa. 


Many an enthusiastic salesman 
forgets to advise his client that there 
are some certain common practices 
that will have to be changed before 
his particular product will produce 
its best results. 

Mr. D. had lost too many chicks, 
commencing the second day. Every- 
thing was well-nigh perfect, and no 
changes had been made in his 
usual sound and successful pro- 
gram. The only trouble was that 
Salesman X had not told Mr. D. that 
the feed and water containers 
should be placed near or partially 
under the hover when using an 
electric brooder, and that frequent- 
ly, the difference in temperature be- 
tween the room and under the hov- 
er was so great that even the hun- 
griest chicks could hardly be coax- 
ed out to eat. 

The newcomer—yes, and the old- 
ster—should call in the college or 
feed serviceman at the first signs 
of any abnormal mortality or condi- 
tion. He should send specimens to 
his state college laboratory for 
unbiased postmortem examination 
and diagnosis. Don't try some trick 
remedy or cure-all that Aunt Lucy 
used, for it frequently aggravates 
rather than aids. 

Mr. R.’s first outbreak of epidemic 
tremor was a striking example. 
When the chicks at 18 days first 
showed signs of weak legs, he 
thought it was leg weakness, caus- 
ed by a lack of vitamin D. His feed 
salesman brought samples of typi- 
cally affected chicks to his labora- 
tory. However, no rachitic condi- 
tion was found, nor were baby 
chicks fed on a sample of the same 
feed similarly affected. 


Various treatments were tried, 
and finally the chicks responded. 
However, the cause of the mortality 
was not determined for a few 
months — until a state laboratory 
had studied many specimens from 
some few other flocks. Then the 
sad news was revealed that a new 
disease, epidemic tremor, had been 
discovered. 

A recent visit brought me to the 
plant of Mr. H. B., one of the finest 
in the county. Four pens of chicks 
were doing fine; the fifth had had 
too much mortality. Mr. B. conclud- 
ed that these chicks came from an- 
cther flock and were from poor 
stock. The chicks in that pen acted 
strangely. They were not active 
and huddled near the hover. A 
good thermometer showed a hover 
temperature of about 70 degrees— 
too cold for chicks of that age. His 
automatic steam system was not 
carrying far enough down the line. 

Hard luck? Yes, partially, but a 
factor that should have been notic- 
ed at the start. The chicks are your 
best thermometer. Watch them 
closely, and you cannot go far 
wrong. 

Mrs. L. had been in the business 
for 20 years and had never had 
such “common” chicks. They died 
like flies. Yes, she had used a ther- 
mometer and had kept the heat at 
95 degrees. She had, and if the 
heat had gone down to 60 degrees 
or up to 115 degrees, it still would 
have registered 95 degrees, for it 
had broken at 95 degrees. The 
chicks had been badly overheated, 
for she had relied solely upon that 


(Continued on Page Thirty-eight) 
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of steadily increasing profitable feed 


Years business with SUNSHINE 


The Farmers Elevator Company of Wanamingo is one of hundreds of feed manufacturers who have found 


it profitable to make their own brands of feeds and mashes The HUBBARD SUNSHINE Way. Mr. Rudy Emer- 
son, the manager of this up-to-date, modern plant has this to say: 


Hubbard’s Sunshine 
THE ORIGINAL 
ALL - PURPOSE 
CONCENTRATE 


HUBBARD 
MILLING 


Hubbard Milling Co., 
Mankato, Minn. 
Gentlemen: We have always sold quality products because we believe that to be the foundation 


of any sound, profitable business. This is why after thorough investigation, we adopted The 
HUBBARD SUNSHINE Plan of feed manufacturing. 


We can always depend on HUBBARD’S SUNSHINE... a scientific, dependable grain balancer 


that enables us to furnish our customers with perfectly balanced feeds and mashes for cattle, 
hogs, and poultry. 


Since starting to manufacture our own brand of U-WANNA Feeds and Mashes in 1927, we have 


increased our volume steadily. Our customers are more than satisfied, they are making money, 
and our feed business is still growing. Sincerely yours, 


Farmers Elevator Co., 
' Rudy Emerson, Mgr. 

13 years is ample time for any feed to prove its quality, dependability, and effi- 
ciency. From the very first, feeds and mashes made The HUBBARD SUNSHINE Way 
were correct not only in chemical analysis but in feeding value. 

In your own territory there is a definite place for feeds and mashes made The 
HUBBARD SUNSHINE Way—Feeds and mashes that will win and hold customers. 
Your feeders will welcome the opportunity to get FRESH, UNIFORM, QUALITY 
FEEDS AND MASHES that contain every necessary vitamin, protein, and mineral, 
and are properly balanced to give maximum feeding efficiency and produce 
greater profits. 


We set you up complete with formulas, laboratory service, advertising, etc. Write 
today for complete information. 


—-----——-. Send In This Coupon Today! --—----- 


HUBBARD MILLING COMPANY, Mankato, Minnesota 
Gentlemen: Please tell me how I can increase my feed business 
and Make More Money The HUBBARD SUNSHINE Way. 


Wanamingo, Minn. 


| 

I have a mixer 

| ave a grinder Yes.... Nes... 
COMPANY 

MANKATO, MINNESOTA 
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—egg campaign 
(Continued trom Page Twenty-nine) 


equitable basis for participating in this pro- 
gram, and that the first year’s work must 
necessarily be formative, the Planning 
Committee visualizes that the first year’s 
work will consist largely of the following: 
a. Organize the industry so that there 
will be a central agency to act as a 
clearing house for ideas to promote 

the consumption of poultry and eggs. 


b. Make a survey of promotional and re- 
search work now being done in order 
to avoid duplication and in order to 
make available to the industry the 
benefit of work done and in progress. 

c. Study -what further research should 
be done and coordinate it. 


You’ve often seen the statement 
“Wheat germ oil is the richest known 
natural source of Vitamin E”’. 


It is true... JF and WHEN the 
wheat germ oil is properly, carefully 
extracted and preserved until use. 


Careful Preparation and 
Storage Preserves Vitamin E 


It is well known that wheat germ 
oils lose vitamin E potency when 
they become rancid and that the 
cause of rancidity is oxidation of the 
oil under conditions of improper 
storage and handling. 


Animal Assays Establish 
Vitamin E Potency 
In order to preserve the high vitamin 
E poner of ARPRO Wheat Germ 
Oil c 


areful precautions are taken in 
its preparation and storage. There- 


GENERAL MILLS ARPRO WHEAT GERM OIL... 


d. Formulate plans for developing activi- 
ty to educate the public to use more 
poultry products. 

5. A plan of permanent financing shall 
be worked out after thorough consultation 
with all groups and consideration of all 
sound means proposed. The permanent 
financing to be on a basis that will draw 
all phases of the industry into a fair as- 
sessment for this activity, that will cover 
the following groups of the industry: 

a. Producers, breeders, hatcherymen, 
auctions, cooperative marketing 
groups, processors and packers, huck- 
sters, and all original receivers of 
eggs and live poultry, and farm dress- 
ed turkeys. 

b. Manufacturers of poultry feeds, mixed 
feeds, separate ingredients, specialty 
ingredients, feed dealers, etc. 


fore General Mills uses only high 
quality wheat germ for obtaining 
wheat germ oil. The oil is pressed 
under careful, scientific control and 
immediately transferred to cold 
storage. Samples of each individual 
production are bioassayed for vita- 
min E in our Research Laboratories. 


These precautions assure palata- 
bility and the high vitamin E po- 
tency of every ounce of General 
Mills ARPRO Wheat Germ Oil. 


If you want full value for your 
money — if you want the full bene- 
fits of anti-sterility vitamin E for 
blending with your stock and poul- 
try feeds — insist on oil that is guar- 
anteed potent in vitamin E; in other 
words, GENERAL Mitts ARPRO 
Wueat Germ OIL, 


Write for particulars, prices. 


General Mills, Inc. 


Research Products Division 
“HEADQUARTERS” FOR TOP QUALITY COLD-PRESSED WHEAT GERM OIL 


GENERAL OFFICES... 


MINNEAPOLIS, MINN. 


c. Manufacturers of poultry boxes, fibre 
or wood; egg cases, fibre or wood; 
egg cartons; fillers and flats for egg 
cases; egg cans; chick boxes; incuba- 
tors; brooding equipment; feeding and 
watering devices; poultry dressing de- 
vices; poultry houses, etc. 

d. Handlers of, or dealers in, eggs and 
poultry and/or products between the 
original receiver and the ultimate re- 
tailer distributor, to include the retail 
groups who secure products direct 
from original receivers. 

e. Press. 

6. The Planning Committee recommends 
that the goal of the organization be the 
following permanent promotional program, 
with additions and amendments as may 
be made from time to time as experience 
dictates: 

a. To work cooperatively with existing 
local, state, regional and national or- 
ganizations now doing consumer work 
and to stimulate the extension of this 
work in areas not now organized. 

b. Correlate ideas and work, for im- 
provement of the general quality and 
care of poultry and poultry products, 
working with local, state, regional and 
nationally organized groups for this 
purpose. 

c. Prepare pamphlets and bulletins for 
local, state and national use. 

d. Test and develop recipes in labora- 
tory kitchen. 

e. Prepare recipes and menus for food 
editors. 

f. Develop cooking schools. 

g. Conduct demonstrations before butch- 
ers, bakers, etc. 

h. Develop merchandising tie-ups and 
similar service with grocers, meat re- 
tailers, bakers, etc. 

i. Develop sales promotion ideas for the 
industry. 

j. Contact federal, state and private ex- 
periment station departments. 

k. Develop and maintain a working li- 
brary of poultry and egg information. 

1. Cooperate with existing agencies to 
develop better statistical information 
relative to product consumption and 
new standards. 

m. Set up a speakers’ bureau and pro- 
vide material for speeches. 

n. Prepare feature articles for magazines 
and other publicity outlets. 

o. Make contact with radio stations and 
furnish material for their use. 

p. Prepare news stories for release as 
indicated by conditions. 

q. Consider plans for the advertising of 
poultry and poultry products. 

r. Develop a monthly bulletin which will 
be helpful in keeping all interested 
parties advised of work done and 
will disseminate useful information to 
all parts of the country, thus fostering 
efficient consumer educational activi- 
ties. 

The Planning Committee consists of sev- 
eral members of the feed industry. They 
are Glenn Campbell, Compbell-Sanford 
Adveriting Agency, Cleveland, Ohio; J. C. 
Hutter, Cooperative G.L.F. Exchange, Itha- 
ca, N. Y.; C. S. Johnson, Purina Mills, St. 
Louis, and A. G. Philips, Allied Mills, Inc., 
Chicago. 
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ITH all the dignity of a 

court sessions, the Western 

Grain & Feed association 
put four feeding experts on trial at 
its recent convention in Des Moines, 
Ia., and charged them with answer- 
ing questions previously submitted 
in writing by the dealers. Those 
who “stumped” the experts with 
their questions were awarded a 
cash prize and three of them suc- 
ceeded. The feature which was ap- 
propriately named, “Information 
Please,” proved to be one of the 
most popular events on the pro- 
gram. 


The board of experts consisted of 
H. W. Swanson, Des Moines, who 
represents White Laboratories and 
Clotrate; Charles Ash, Kansas City, 
who represents the Blatchford Calf 
Meal Co.; Hugh Kelly, Des Moines, 
who is head of Kelly Feeds, Inc.; 
and W. H. Lapp, Nevada, Ia., who 
operates Lapp Laboratories. Ron 
Kennedy read the questions and 
conducted the program. 


The questions were submitted by 
various dealers who attended the 
convention. They were written, and 
were placed in a box provided for 
that purpose and were required to 
pertain to nutrition or practical 
feeding. Thse questions were judg- 
ed by a board of umpires both as 
to the fairness of the question and 
the accuracy of the answers. The 
board of umpires consisted of Dr. 
H. L. Wilke, head of the Department 


session of iowa convention 
makes big hit with dealers 


"N'YA, N'YA, N'YA," said the feed experts, “you can't stump 
me today." But dealers at the lowa convention fooled the 
self-styled foxes by scoring three hits with questions that had 
them buffaloed. Shown here is the "Information, Please" con- 
ference in session. Seated, left to right, are H. W. Swanson, 
expert; Charles Ash, expert; Dr. W. E. Peterson, judge; C. W. 
Sievert, judge; Dr. H. L. Wilke, judge; William H. Lapp, 
expert, and F, H. Kelley, expert. Standing is Secretary Ron 
Kennedy who "put" the questions for the dealers. 


of Poultry Husbandry, Iowa State 
College; Dr. W. E. Peterson, Depart- 
ment of Dairy Husbandry, Univer- 
sity of Minnesota; and C. W. Sievert 
of the American Dry Milk Institute, 
Chicago. 

The questions covered subjects 
all the way from feed registration 
to the technical definition of such 
terms as “Zein” and “therm”. Many 


Busy Feed 


Mani Quiz 


OW well are you informed about the feed business? Can you answer the ques- 


tions your customers ask you? Here 


is a “Busy Feed Man’s School” that will 


appear every month in The Feed Bag to help you improve your knowledge. First, 
write what you believe to be right answers to the following questions on a piece 
of paper. Then, consult your copy of The Feed Bag Annual Red Book and turn to 
the pages indicated ofter each question to find the correct answer. Grade yourself 


20 on each question. 


1. What element is contained in protein which is not contained in carbohydrates 


and fats? (See page 9) 


2. Name two symptons of Vitamin K deficiency. (See page 17) 
3. What is the protein content of menhaden meal? (See page 57) 
4. What two vitamins are present in large proportions in soybean oil meal? (See 


page 76) 


5. What is the protein content of herring meal? (See page 58) 
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of the questions involved the vita- 
mins. 

One question that got a good 
laugh concerned the man who cal- 
culated the fiber content of his feed 
as 6.5 per cent and then (as he 
said) “in order to play safe” he 
registered it at 5.5 per cent fiber. 
The department found 9.9 per cent 
fiber on analysis, and the question 
was ‘what to do?” “What is zein?”, 
stumped the experts and another 
stumper was, “What is a therm?” 

The relationship between con- 
densed and dried milks, and the 
relative values of milk sugar and 
lactic acid gave the experts a work- 
out which they met with colors fly- 
ing. The relative values of steam 
rendered tankage and meat scraps 
in swine feed were correctly an- 
swered. The vitamin contents of 
many feed ingredients were cor- 
rectly designated by the experts. 
It was a pleasure to hear Hank 
Swanson give a disertation on vita- 


(Continued on Page Fitfty-tive) 


| 


John Barton Joins 
Flour Firm 


John H. Barton, who resigned as presi- 
dent of the National Oil Products Co., Har- 
rison, N. J., March 1, is now vice president 
of Eastern Semolina Mills, Inc. The com- 
pany’s offices are at 80 Broad street, New 
York City, and mills are operated at Bald- 
winsville and Churchill, N. Y. Semolina 
and durum flours used chiefly in the manu- 
facture of macaroni and spaghetti are 
produced. 

Mr. Barton has had a financial interest 
in the flour firm since it was organized in 
1938. C. S. Foulds is president and Dr. 
Seymour Oppenheimer is treasurer. 

Mr. Barton joined National Oil Products 
Co. 20 years ago and developed a wide 


acquaintance with members of the feed 
trade as well as other industries. Before 
being made president of the firm in 1938 
he held, among other executive positions, 
those of sales manager of the feed division 
and vice president in charge of plant con- 
struction and maintenance. 
@ CENTRAL MILLS, INC., Dunbridge, Ia., 
is installing its second Arnold drier which 
will double the capacity of its present plant. 
The firm manufactures alfalfa meal. 


CALIFORNIA CONVENTION 
The California Hay, Grain & Feed Deal- 
ers association will hold its 16th annual 
convention at Los Angeles, April 18, 19 
and 20. R. A. Mayer has been appointed 
to direct arrangements. 


TRIPLE SALES 
TRIPLE SATISFACTION 


purchaser. 


oil. 


‘fords purchase. 
premium catalog. 


BLATCHFORD’S CALF MEAL 


The original. Has never known customer dis- 
satisfaction. The product of 140 years of pro- 
gress to its present perfection. Irradiated yeast 
has been recently added at no extra cost to the 
Canvass your customer's spring 
Calf Meal needs now! 


Tell your customers about the extra conveni- 
ent BLATCHFORD’S CALF PELLETS! They 
stop waste and insure rapid weaning. There 
is a bright new Blatchford Calf Meal and Pel- 
let sign ready for your request—Write for it! 


Lower mixing cost! Use 10% of VITA- 
DINE in your Chick Starting Mash and 
you will not need any milk or cod liver 
It cuts the cost and improves the 
mash! 


Save the Dealers Gift certificates you get with every Blatch- 
They bring you valuable gifts from our 


Ohio Farmers Group 
Meets at Toledo 


Support of a congressional bill providing 
for the grading of soybeans, continuing of 
the organization's educational campaign 
and opposition to the United States enter- 
ing the war were voted at the silver jubilee 
meeting of the Ohio Farmers Grain Deal- 
ers association which was held at Toledo, 
February 22 and 23. More than 700 dele- 
gates attended. 

Officers elected were A. G. Patzer, Grove 
City, president; A. P. Eier, Nevada, first 
vice president; J. T. Kendall. Deshler, sec- 
ond vice president; C. S. Latchaw, Fostoria, 
secretary, and Judge C. W. Palmer, Defi- 
ance, treasurer. 

Speakers discussed the future of farm 
cooperatives, legislation and soybean pro- 
duction. 

@ 
EXPENSIVE TURKEY 

How would you like to pay $60.05 for 
your Thanksgiving turkey? That is the 
price, $3.30 a pound, paid to Mr. and Mrs. 
Arthur L. Hamilton, Chehalis, Wash., by 
Dr. Salsbury’s Laboratories. Charles City, 
Ia., for the grand champion bird at the 
All-American Turkey show held recently 
at Grand Forks, N. D. The bird was a non- 
standard heavy young hen weighing 18'/2 
pounds and was chosen as prize winner 
among 400 of the finest turkeys in the Uni- 
ted States and Canada. Dr. Salsbury’s 
Laboratories recently completed a series of 
district meetings in 13 midwestern states 
and more than 5,000 dealers were guests 
of the firm in 50 different cities. Reduction 
of the annual $150,000,000 poultry disease 
loss and a preview of Salsbury’s 1940 sales 
and advertising campaign were chief top- 
ics on the program. 


Employment Bureau 


A complimentary, confidential service — 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


PRACTICAL MILLER and manager — Experi- 
gee in flour, feed and corn mills in all phases 
roduction. Also feeding of livestock and 
a try. Strictly temperance. Will go anywhere 
at once. Refer to No. 1239, % The Feed Bag, 
Milwaukee, Wis. 


SALESMAN—Good experience in selling, also 

ames. Well acquainted in Wisconsin but 

go anywhere. 40 years of age, single. Re- 

fer ‘- No. 3912, % The Feed Bag, Milwaukee, 
is. 


POSITIONS AVAILABLE 


OPPORTUNITY for salesmen to sell well- 
known concentrate in Wisconsin, Illinois and 
Michigan territories. Write giving full informa- 
tion on experience and sales ability. Refer to 
No. 2040A, “% The Feed Bag, Milwaukee, Wis. 


FEED SALESMAN—Wisconsin territory. Com- 
plete line of well known feeds. Salary and ex- 
penses. Refer to No. 340A, % The Feed Bag, 
Milwaukee, Wis. 


SALESMAN — Who is now calling on feed 
trade in Wisconsin to handle full line of adapt- 
ed seed corn both ensilage and field and sweet 
corn for a reliable grower on commission basis. 
ong ae No. 4031A, % The Feed Bag, Milwau- 

ee, Wis. 


GOOD OPPORTUNITY for salesman acquaint- 
ed with dealers and feeders in Ohio territory. 
To sell full line of feeds of leading manufac- 
turer. Refer — No. 3401A, % The Feed Bag, 
Milwaukee, W is. 
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Whether they are lions or lambs is to 
be determined by their close associates 
and friends but, nevertheless, the month of 
March since it has been rollicking around 

the calendar, brought 

a good representa- 

tion of men to the 

feed industry, who 
gather here this 
month to celebrate 

The Feed Bag’s birth- 

day party. 

Carl Orsinger, the 
tornado from Iowa, 
blew in on March 3. 
His chief hobby is 
making the Waierloo 
Mills, Waterloo, Ia., 
in which he is a 

live-wire firm the 


LESLIE BROWN 
the 


partner, best 
industy. 

L. M. (Les) Brown, National Oil Products 
Co., Harrison, N. J., made his debut to the 
world March 9. He is manager of the firm’s 
agricultural department and says his hob- 
bies are golf and more golf. 

C. L. Struven, the Chas. M. Struven Co., 
Baltimore, Md., defied superstition by ar- 
riving on March 13. He has been in the 
fish meal, scrap and oil business since 1918 
and likes to swim and attend baseball 
games. 

Also announced to the world on March 
13 was William Chapman, manager, Mid- 
land Hay & Feed Co., Minneapolis. His 
chief method of relaxation is hunting and 
fishing. 

L. B. Stuart, Purina Mills, Inc., St. Louis, 
Mo., chose March 14 for his debut to 
the feed world. He directs the purse strings 
of his company as treasurer. 

March winds must have left their mark 
on Floyd Wilson, Denver Alfalfa Milling & 
Products Co., Lamar, 
Colo., whose _birth- 
day falls on March 
15.. His hobbies are 
wind, mills and, of 
course, alfalfa. 

Timing his arrival 
with spring was C.W. 
(Charlie) Devers, 
sales supervisor, 
western division, of 
the National Distillers 
Products Corp., man- 
ufacturers of Produ- 
lac.. He was born 
March 21 and has been associated with 
the feed industry for the past 16 years. 

Others who join in The Feed Bag birth- 
day celebration this month are Fred H. 
Chase, Oshkosh, Wis., sales representative 
of the Strong-Scott Mfg. Co., Minneapolis, 
March 9; E. H. Sather, Doughboy Mills, 
Inc., New Richmond, Wis., March 13; George 
Barrett, Darling & Co., Chicago, March 18; 
Ted Brasch, secretary, Pacific Northwest 
Grain Dealers association, Inc., Spokane, 
Wash., March 22; Stanley L. DeSmidt, sales 
representative, Penick & Ford, Ltd., Cedar 
Rapids, Ia., March 24; C. W. Sievert, Amer- 
ican Dry Milk Institute, Chicago, March 24; 


in 


W. A, HOTTENSEN 
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J. R. (Jack) Stuart, president Reliance Feed 
Co., Minneapolis, March 25; Harry Franke, 
Franke Grain Co., Milwaukee, March 26; 
Joe S. Morris, secretary, Panhandle Grain 
Dealers association, Amarillo, Tex., March 
27; W. A. Hottensen, W. M. Bell Co., Mil- 
waukee, March 28; Charles G. Hooker, 
treasurer, Northern Milling Co., Wausau, 
Wis., March 5; J. J. Wickens, Napthole, Inc., 
Boonton, N. J., March 2; E. C. Christel, 
Spencer Kellogg & Sons, Inc., Minneapolis, 
and Charles Clark, publisher, Grain & Feed 
Journals, Chicago, March 27. 

@ ROBERT D. STUART, son of Jack Stuart, 
Reliance Feed Co., Minneapolis, has joined 
the Chapin Feed Co., Minneapolis, and will 
handle millfeeds, leaving Frank Rosen- 
krans to concentrate on specialty lines. 


The firm will move to larger quarters in 
Room 603 in the present Metropolitan Life 
building. 
@ HARRY CARTER has sold his flour and 
feed mill at Meshoppen, Pa., to the Kintner 
Milling Co., North Mehoopany, Pa. 
@ FRANCISVILLE FARMERS ELEVATOR, 
Francisville, Ill. was destroyed by fire, 
February 15. 
@ WIRT WALKER, Arcady Farms Milling 
Co., Chicago, left March 6 for a 10-day 
business trip through Ohio and Virginia. 
@ EDWARD M. KERLIN, proprietor of the 
Kerlin Mill & Elevator Co., Sullivan, Ind., 
died February 15. He was 69 years old. 


The Wonder Working 
3 POWER of the Sea 


Boosts Feed Salad 
When You Make MANAMAR Feeds 


MAN 


MA 


Nature’s protein-minerals 
from the sea will add 


“MORE POWER” to any 
ration. 


PHILIP R. 


PARK, 


The MANAMAR 


Money Making Plan for 
Feed Manufacturers 


gets right down to the 
heart of your problems 


@ The secret of result-getting, profit- 
making feeds lies in your choice of the 
right sources of the vital supplemental 
factors — QUALITY PROTEINS, VITA- 
MINS, FOOD MINERALS. (Including 
Iodine, Manganese and the “trace Min- 
erals” such as Iron, Copper, Zinc, etc.). 


@ For over ten years the ManAmar Re- 
search Division has been increasing the 
availability of these essential factors in 
ManAmar—drawing on the Power of the 
Sea to strengthen these weak links in 
the feeding chain. 


@ The ManAmar Money Making Plan 
not only supplies complete formula serv- 
ice (including laboratory consultation) 
but also furnishes well-rounded selling 
help. The Success of Hundreds of Feed 
Manufacturers who have adopted this 
Profit Building Plan is your assurance 
that it will make Money for You. 


@ Write today for complete FREE in- 
formation about the ManAmar Money 
Making Plan. 


INC. 


Dept. F8-3, 608 South Dearborn Street, Chicago, Illinois 
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— iowa convention 


(Continued from Page Twenty-five) 


Streamlining of the convention was car- 
ried over into the new organization per- 
fected at the convention. For the first time 
in Iowa history all types of organizations 
in the industry — manufacturers, jobbers, 
retailers, wholesalers, country elevator op- 
erators, mixers, terminal operators and pro- 
cessors —will join efforts as direct members 
of a single organization. 

Feed and grain activities will be segre- 
gated only in that appropriate divisions 
of the association will be set up to handle 
them. A board of 15 directors will manage 
the organization with one of its members 


Those two letters are the sign of an in- ‘ 
creasingly profitable business for Con- 
key Dealers. Conkeys Y-O Feed Adver- 
tising in Farm and Poultry Magazines 
and Conkeys Radio Campaign are send- 
ing more and more customers to stores 
where they find those "2 Big Red Letters”’ 


on every bag of feed they buy. 


the Bag 


An Abundance of 


Vitamins A, B, D, E and G 
There's the real secret of the success other deal- 
ers have with Conkeys Y-O Feeds. You can’t 
doubt the abundance of these vitamins in Y-O 
Feeds when your customers report results. 


Remember—There’s a complete chain of Conkeys Y-O 
Feeds—from Starter to Laying Mash. Also Dairy Feeds, 


Calf Meal, Cattle Feeds, Hog Feeds, etc. 


So the letters “Y-O” on the Bag 


And “Y-O” in the Bag 
Are Profit Makers for both 
You and Your Customers. 


Order out some Conkeys Y-O Starting Feed today. See 
for yourself how it pays to hitch your store to this 
2-Letter Team ““Y-O.”’ Warehouses conveniently located. 


THE G. E. CONKEY CO. 


CLEVELAND, OHIO 


6761 BROADWAY 


the 


The 2 Big Red Letters 


in charge of each division and a president 
at the head of the entire program. 

Hugh Hale, Hale Grain Co., Royal, was 
named president of the Western, a position 
he had held for some months under the 
previous arrangement. Jim Olson, Daven- 
port Elevator Co., West Bend, former pres- 
ident of the Independent Feed Dealers of 
Iowa, was named chairman of the feed 
division of the new Western and Leland C. 
Miller, North lowa Grain Co., Cedar Rapids, 
was elected chairman of the grain division. 

Walter Berger, Des Moines Oat Products 
Co., Des Moines, one of ‘the moving spirits 
in the original organization of the Inde- 
pendent Feed Dealers, was recognized by 
his selection as treasurer of the association 
and vice chairman of the feed division. 
Columbus Hayes, A. D. Hayes Co., Mt. 
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Pleasant, is the new vice chairman of the 
grain division. 

Other directors elected in addition to the 
men named above are Gerhard Larson, 
Fred M. Davis Grain Co., Manson; Lloyd 
Darling, Farmers Cooperative Ass'n, Cleg- 
horn; Sam Stewart, Farmers Elevator Co., 
Clarion; Gayle Snedecor, Farmers Lumber 
Co., Rhodes; Harry Dean, W. & F. Miller 
Co., lowa City; Ed Huibregtse, Monticello 
Feed Mill, Monticello; Cecil McDonald, 
Terminal Grain Corp., Sioux City; Ray 
Walters, Harlan Rendering Co., Harlan; 
Ellis Mueller, F. Mueller & Sons, Calamus, 
and John Hinck, Hogan & Hinck, Corning. 

At least five of the board are required 
to be feed men, and another five grain 
men. The balance may be electéd at large. 

All of the necessary details for perfec- 
tion of the organization are to be incor- 
porated in new by-laws which Secretary 
Ron Kennedy was instructed to prepare 
and submit to the membership by mail. 
Voting on these new by-laws will complete 
the consolidation. 


Audience reactions to various program 

features at the Des Moines convention 
pointed up one obvious conclusion — that 
the impact of modern merchandising ideas 
and service selling, while late in coming 
to the country elevator and feed industry, 
nevertheless lost none of its force on the 
way. 
The discussion of the merchandising 
methods by LeRoy LaBudde, LaBudde Feed 
& Grain Co., Milwaukee, which have put 
his company forward in the Milwaukee 
trade territory commanded an attentive 
audience and evoked unusual applause. 
It was significant that among those most 
outspoken in their praise were elevator 
operators and other grain men who never 
until lately had even considered entering 
the feed merchandising business. 

The same group was deeply impressed 
by the excellent talk by Dr. W. E. Peter- 
son, University of Minnesota, who gave a 
round op of recent knowledge in the field 
of nutrition. His remarks were to the point, 
and well received and he has been asked 
to return to Iowa at a later date. 


Secretary Kennedy thought he was ar- 
ranging luncheon discussions for two non- 
conflicting groups when he set up simul- 
taneous meetings for feed men and for 
licensed warehousemen the second noon 
of the convention. The “Information Please” 
program on feeding, however, was carried 
over by popular request into the feed 
luncheon meeting and a great many of 
the grain people, who had been expected 
in the warehousing meeting, insisted on 
hearing the quiz program instead. 

All of the program which had been ori- 
ginally planned for the feed luncheon was 
discarded, and the entire time consumed 
in putting questions to the experts. In fact 
the session had to be broken up to make 
room for the afternoon convention schedule. 

At the warehousing luncheon President 
Hale of the Western announced appoint- 
ment of a special committee of six to rep- 
resent all licensed operators in Iowa on 
matters pertaining to storage and handling 
of grain, particularly that controlled by 
such government agencies as Commodity 
Credit Corp. These six men are Walter 
Fuller, Des Moines, chairman; A. Sterner, 
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Jordan; Sam Stewart, Clarion; George Roh- 
wer, Paullina; Harold Christensen, Strat- 
ford, and Leland Miller, Cedar Rapids. 


The talks of Ray B. Bowden, executive 
vice president, Grain & Feed Dealers Na- 
tional association; Delos James, agricul- 
tural department, United States Chamber 
of Commerce; William McArthur, AAA 
north central division; Ed Ellison, lowa corn 
loan supervisor and Ivan Harden, CCC, 
Chicago; Judge Charles M. Thomson, trus- 
tee of the Northwestern railway; Arthur 
Brayton of Des Moines, Kirk Fox, editor of 
Successful Farming, who predicted there 
would be no early war boom; M. R. Simon- 
sen of Quimby, Ia, soybean industry 
spokesman, and others were woven nicely 
into the convention program and presented 
much valuable information to all interests 
in the trade. 


But The Feed Bag has been and con- 
tinues to be, by association action, the 
official feed merchanidising journal of the 
Iowa organization, and as such has a 
special duty to interpret association activi- 
ties in the light of their effect on the feed 
industry as a whole. 


Therefore this commentary returns to the 
point originally made —that the Western 
convention in Des Moines sounded a par- 
ticularly optimistic note for those who lis- 
tened for it. It proved beyond question 
the deep vigor that pervades the industry 
in the Corn Belt. It witnessed the stirring 
of new blood and new ideas, rising to 
meet the demand for service and know- 
ledge brought on by modern transporta- 
tion and consumer education. It showed 
that a sound, solid group of men in an 
industry that has been accused of being 
old fashioned, are learning to meet the 
challenge with new merchandising 
methods. 

All of the many men who journeyed to 
Des Moines from the surrounding terminal 
markets sensed this thing about the con- 
vention. They were enthusiastic about the 
meeting, and The Feed Bag here attempts 
to define that enthusiasm. It is to be hoped 
that more such meetings, cut along the 
same progressive pattern, will continue to 
draw the grain and feed industries of the 
country together into the single solid group 
they should have. 


* * * 


Ed W. Davis, Mulky Salt Co., Des 
Moines, gave all delegates shipping tags 
bearing the inscription “When I'm tight 
take me home”. 

J. B. Sowa, Superior Scale Co., Delavin, 
Ill., distributed canes and some of the 
boys needed them before the convention 
Over. 

Earl De Lapp, De Lapp & Co., Dubuque, 
spent most of his time at the Des Moines 
office of the National Feed & Supply Co. 

* 

Roy La Budde, La Budde Feed & Grain 
Co., Milwaukee, was so tired after his 
oratorical effort that he was reported to 
have given several of the boys $1.00 each 
to get out of his room and let him sleep. 

* * 


Bill Lapp. Lapp Laboratories, Nevada, 
came through with a suggestion that the 
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American Association of Feed Control 
Officials appoint a special committee to 
advise manufacturers on the registration 
requirements of the various states. He 
said such a committee would be espe- 
cially helpful in connection with the reg- 
istration of speciatly products 


The membership fee for the new Wes- 
tern Feed & Grain association was set at 
$12.00 per year which includes affiliation 
with the Grain & Feed Dealers National 
association and a continuing subscription 
to The Feed Bag magazine. The fee for 
branch offices, warehouses and elevators 
was set at $3.00 per year and is man- 
datory. 

* * * 

Mrs. Gladys Stormes and her able as- 
sistants, Mrs. H. W. Swanson and Mrs. 
Hugh Kelly, did a fine job of entertain- 
ing the ladies. The ladies really had 
more to do at this Western convention 
than at most any other feed meeting held 
anywhere throughout the country. 


The Screwball club, composed of fel- 
lows who claim they are going “screwy” 
because they attend so many conventions 
every year, was organized with Harry 
Cowan, Spencer Kellogg & Sons, Minnea- 
polis, as president and Jack Sams, Blatch- 
ford Calf Meal Co., Waukegan, as sec- 
retary-treasurer. 

* 

Bill Westerman, Oyster Shell Products 
Corp., St. Louis, is executive vice-presi- 
dent of the Screwballs. Bill says his job 
is to see that the boys get back to their 
proper rooms after every meeting 

* * 

Leo T. Murphy, Allied Mills, Omaha, is 
the only present candidate for member- 
ship in the exclusive Screwball circle. 
Leo will serve as an “apprentice” until 
he entertains the membership with a 
case of Century Club. 

* * 


Walt Berger, Des Moines Oat Products 
Co., Des Moines, arranged for two ac- 
cordionists to play in the hotel lobby each 
evening of the convention. The players 


(Continued on Page Fifty) 


GOOD FELLOWSHIP PREVAILED 
among lowa convention delegates. 
Outside row, left to right, are 
Directors Ellis J. Mueller, Harry 
Dean, L. C. Miller, Gerhard Lar- 
son, Hugh Hale, C. F. Hayes, John 
Hinck, J. A. Olson, W. C. Berger 
and Ed. Huibregtse; Ron Kennedy, 
secretary; B. W. Jay, L. J. Wahl, 
L. A. Boswell, M. E. Mundt, Tudor 
Wilder, A. E. Temple, W. B. Rob- 
inson, Ira M. Kyhl, C. W. Devers, 
C. M. Stormes, T. G. Dyer, Art 
Nord, Richard Jones, W. E. Whit- 
ney and R. Opsal. Inside row, left 
to right—J. E. Sams, Walter Berg- 
er, Carroll Swanson, H. H. Laufer, 
E. E. Gugle, Harry Dean, A. J. 
Janssen, Lee F. Pratt, Hugh Hale, 
C. H. Young, C. G. Sleichter, Car- 


roll Swanson, Lawrence Jensen, 
Julien Seim, Earl Ibberson and 
Wm. H. Lapp. 
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(Continued from Page Thirty) 


reading. It was hard luck all right, but 
also combined with an element of lack of 
observaiion. 

Losses from factors beyond one’s control 
merit sympathy. Many years of experience, 
however, demonstrate that the majority of 
losses are avoidable and are due to down- 
right stupidity. 

Visit with me the flock where, to save 
a few dollars, 600 to 1,000 chicks are 
brooded under one stove. I always recall 
the statement of the old hatcheryman who 
remarked, when asked how many chicks 
one could put under a brooder stove, “As 
many as you like. They will usually die 
down to the proper number.” 


Overcrowding (one form of stupidity) is 
undoubtedly one of the greatest mistakes 
in our present poultry practices. Two or 
three chicks or hens where one should be 
cannot be expected to perform up to their 
inherited capacity. Incidentally, over- 
crowded poultry conditions tend to encour- 
age and hasten many of our present-day 
diseases due to dampness, lowered resist- 
ance, etc. 

Mr. R. E., knowing that epsom salts in 
the water was being reccommended for 
coccidiosis prevention, decided to save 
labor. He put the dry salts in the mash. 
However, he did not measure the dosage 
properly and went by the “guess” scales. 
His 20 per cent mortality was a mute wit- 
ness to his lack of thought. And, strange 
to say, I had a difficult job in convincing 
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him that the chicks were not at fault be- 
cause they could not “take it.” 

Last spring, I visited a broiler raiser who 
had just finished reading a story about the 
evils of free fatty acid in certain low-grade 
oils. His conclusion was that all oils were 
risky. He would not take cod oil himself; 
therefore, he would eliminate it from his 
home-mixed chick ration. He did. Those 
chicks and a couple of future lots were a 
sorry sight. He is no longer in the broiler 
business. 

Mr. B., located in the Del-Mar-Va section, 
follows the advice of his neighbor who 
heard someone else advise a “knock-out” 
flush. So, at 3 or 4 weeks, he gave a cocci- 
diosis flush, but added more milk, and left 
the biddies on this ration for 3 days. Yes, 
it knocked out the majority of the chicks— 
all the so-called weak ones and most of 
the remainder. 

Flushes probably have a definite place 
in our feeding schedule. However, would 
you flush your own day-old chicks? Mr. W. 
did. “Why?” I asked him. “To clear the 
mucus out of the intestines and give them 
a clean start!” 

Many thousands of first-class chicks are 
killed or ruined permanently by just such 
ill-chosen and ill-advised practices. Simi- 
larly, many poultrymen waste money by 
trying to improve or “doctor” an already 
good ration, as well balanced as science 
can dictate. The successful poultryman 
avoids these mal-practices. 

Poultry raising is not an armchair busi- 
ness, nor is it as easy as it appears on 
paper. While your serviceman does not 
know all the answers, he can frequently 
help you materially or can usually find 
the solution for you. However, remember 
his ability to help you in a given situation 
is in the same proportion as is your will- 
ingness to give him all the details—honest 
details—that you can. 

Successful poultry raising requires a lot 
of staying at home, especially in the early 
stages of brooding. Don’t rely too much 
on your neighbor for advice, for his poul- 
try knowledge and experience may also be 
limited. Follow your feed manufacturer's 
directions, for he knows best how his feeds 
should be given for best results. 

The human element plays a large part 
in the poultryman’s success. Many small 
details taken accumulatively turn out to be 
of major importance and may have far- 
reaching consequences. You cannot hope 
to be a specialist in every phase of the 
industry, so at the first sign of trouble, 
Page the Serviceman. 

WISCONSIN FEED FIGURES 

Wisconsin dealers retailed a total of 534, 
120 tons of feed during 1939, according to 
figures compiled by the feed and fertilizer 
control division of the state department of 
agriculture. Of this total 224,440 tons was 
mixed feed; 89,841 tons, medium and high 
protein feeds; 216,687 tons, low protein 
feed, and 3,152 tons, unclassified. Com- 
plete details are published in a new bulle- 
tin entitled “Commercial Feeds in Wis- 
consin,” issued by the state department of 
agriculture and compiled by Walter B. 
Griem, director and state chemist of the 
feed and fertilizer control division. Copies 
may be obtained by writing him at Madi- 
son, Wis. 
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NOT HOUSE BROKEN 

Dealer: “My wife has the worst habit of 
staying up until one and two o'clock in the 
morning.” 

Salesman: “What does she do all that 
time?” 

Dealer: “Waits for me to come home.” 


CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION pea Bis 


MASS PRODUCTION 
Professor: “You have a faculty for mak- 
ing love.” 
Coed: “Oh, no—just a student body.” 


* * * 


IMPORTANT, TOO 
Crab: “Two eggs, please. Don't fry them 
a second after the white is cooked. Don't 
turn them over. Not too much fat. Just a 
small pinch of salt on each. No pepper 
... Well, what are you waiting for?” 
Waitress: “The hen’s name is Betty. Is 
that all right, sir?” 
* * * 
TICKLISH QUESTION 
Little Girl: “Nurse, will I have a mus- 
tache on my lip like Daddy when I grow 
up?” 
“Pretty often, dear, I expect.” 
* 
UNDER COVER 
I bought my girl some garters 
At Woolworth's five and ten; 
She gave them to her mother— 
That's the last I'll see of them! 


* * * 


FAIR EXCHANGE 

Salesman: “I caught a pike this morning 
ihat weighed 50 pounds.” 

Dealer: “Yeh? I was fishing this morn- 
ing, too, and pulled out a lighted lantern. 

Salesman: “That's impossible. You can't 
expect me to believe the lantern was lit 
when you pulled it out.” 

Dealer: “All right. If you'll take about 
45 pounds off the fish, I'll blow out the 
lantern.” 

* * * 

Success has turned more heads than 
halitosis. 

INFORMATION, PLEASE 

Citizen: “Does the foreman know the 
trench has fallen in?” 

WPA Worker: “Well, sir, we're digging 
him out to tell him.” 

* * * 
CLEVER WORK 

Bride: “My husband admires my taste 
in hats so much he never likes to have me 
discard one.” 

Mrs. Longwood: “My husband also wants 
me to keep on wearing my old hats, but 
he isn't clever enough to think up an ex- 
cuse like that.” 

* * * 
LOOKING AHEAD 

Bill: “I wish you boys wouldn't call me 
‘Big Bill’.” 

Sam: “What's wrong with that?” 

Bill: “Those college names stick and I'm 
studying to be a doctor.” 

= * 
BEYOND EXCEPTION 

Salesman: “Tell me, old man, does your 
wife always follow your advice?” 

Dealer: “Always, when I say, ‘go ahead 
and do as you please’.” 
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ONE ON SANTA 
I hate to say it just because 
It sounds so mean and shocking; 
Bui nature beat you, Santa Claus, 
At filling Peggy's stocking. 


TIME ALWAYS TELLS 
Inspector: “It's not healthy to have your 
house built over the pig pen that way.” 
Hill Billy: “Well, I dunno. We ain't lost 
a hog in 15 years.” 
* * * 
SOUND REASONING 
He: “Why does the clock run?” 
She: “Dunno”. 
He: “You would too if you had ticks.” 


THINK OF THE UPKEEP 
Customer: “You charge more for cutting 
a woman's hair than a man’s. How’s that?” 
Barber: ‘We barbers have had to learn 
an entirely new conversation for you 
ladies.” 


1940 YOUR OPPORTUNITY 
QUAKER FEED DEALER 


Start a Drive Now on Ful-O-Pep Chick Starter 
and See It Help You Win Satisfied Customers, 
Healthy Profits, and Reputation for Fine Feed. 


ONTH after month in 
1940, over the nation’s 
biggest radio stations, in poultry 
magazines, State and National 
Farm Papers, your customers get 


the news on how the Ful-O-Pep 
Rearing Plan saves upto 30% to 
50% on cost of feeding the new 
1940 Pullets. Write today for de- 
tails of a Ful-O-Pep dealership. 


THE QUAKER OATS COMPANY, CHICAGO, ILL. 
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since I left Boston. There isn’t much 
rest and there is mighty little real 
play for the head of any large 
organization, if the executive in 
charge has not learned to delegate 
authority and responsibility. 

“I saw clearly that it is a mistake 
to have a business dependent en- 
tirely upon one person. One brain 
is not enough. Ten fingers are not 
enough. Eighteen hours a day are 
nc. enough. 


“The leaders in any large enter- 
prise shall be men who are not 
jealous of one another. My brother 
was an inspiration in this way. He 
taught those who came along under 
him all that he knew himself, with 
emphasis all the while on the idea 
that any and every fact has a some- 
what different meaning and value 
to different minds. The result was 
that some of these subordinates de- 
veloped traits and abilities that nei- 
ther of us possessed.” 

That Mr. Cox has adhered to 
these policies was manifested re- 
cently on the occasion of his 80th 


CHICK SEASON AHEAD! 
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® Chick season is one of the most profitable seasons of the year 
if you are stocked up with a line of chick feeds that has 
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now is the time to lay in your supplies. And Northrup- 
King’s line of Sterling Chick Rations is the line to choose! 
Do your customers a good turn by featuring Sterling Chick 
Mashes this Spring—and do your own pocketbook a good 
turn at the same time! Order now! 


NORTHRUP, KING CO. 


DEPENDABLE 
SINCE 1884 


Minneapolis, 


Minnesota 


birthday. He celebrated by giving 
all of his employees bonuses and 
entertaining them at a joint Christ- 
mas and birthday party at the com- 
pany’s quarters in the Boston Grain 
& Flour Exchange. Mr. Cox danced 
in sprightly fashion with young wo- 
men employees 

and presided | 

over a birthday 
cake presented 
by 150 persons. 
The cake was 


CHARLES M. COX as 
he looked in the gay 
90's. 


decorated with a marine scene in 
token of his hobby of painting and 
his love of the sea. 

“The feed business,” Mr. Cox ex- 
plained, when asked about the fu- 
ture he predicted for it, “will always 
be essential to the success of the 
farmer. We, in common with other 
organizations, maintain a labora- 
tory where we test any and all 
grains and compounds, striving al- 
ways to produce the best. 


“The retail feed dealer should 
carry a line of compounded feeds 
made by some reputable manufac- 
turer, even if he mixes and markets 
his own local brand. He should 
classify his customers when grant- 
ing credit. The man who owns his 
farm, clear of any debts, and who 
is thrifty and aided by the help of 
his family should be trusted and 
given all he wants to buy. Those 
whose farms are heavily mortgaged 
and who are careless in their own 
and their family’s ways should be 
given a little credit but kept after 
sharply. Others should be placed 
on a strictly cash basis. 


“I would also suggest that the 
retail feed dealer select his own 
employees carefully. There is a 
vast difference between a man who 
is zealous and who will keep his 
employer posted as to the custom- 
er's success and who will work 
early and late and one who ‘doesn't 
care’ and who thinks of nothing but 
his week's pay. Giving a bonus to 
employees who show their loyalty 
also helps.” 

The first and largest plant oper- 
ated by the Charles M. Cox Co. is 
the St. Albans Grain Co., St. Albans, 
Vt. Others are the Cunningham 
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Milling Co., Brattleboro, Vt., and the 
Eastern Grain Co., Bridgewater, 
Mass. 

Officers of the company are 
Charles M. Cox, president; Herbert 
L. Hammond, Harry N. Vaughn, 
William O. Wise, Walter S. Little, 
and Richard J. Sackett, vice presi- 
dents, and Monroe J. Lorimer, trea- 
surer. Directors also include Linus 
C. Coggan, Morris Sayre, Arthur F. 
Hopkins, who is assistant treasurer, 
C. Forest Dowe, Clarence W. Reed, 
A. J. Smart, Jr., and Robert A. 
Hogden. 

Employees are given the privi- 
lege of buying stock and many of 
them have thus become partners 
in the business. 


Editor's Note: This is the second of a 
series of articles on pioneer feed manu- 
facturers. Others will be published in 
future issues of The Feed Bag. 

@ PAT DILLAVOU, Farmers Elevator Co., 
Bondurant, Ia., recently held a dinner for 
his customers and was host to 415 persons. 

@ MILLHURST MILLING CO., Freehold, 
N. J., has completed construction of a two- 
story building, 54x 150 feet, which will be 
used for storing lumber and building ma- 
terials. 

@ JIM HARDERS, formerly associated with 
the R. R. Howell Co., Minneapolis, is now 
covering the southern Minnesota and Iowa 
territory for Strong-Scott Mfg. Co., Min- 
neapolis. 

CORRECTION 

In our February issue we stated that 
John E. Gentzler had opened the Keystone 
Milling Co. at Gettysburg, Pa. This was in 
error. Mr. Gentzler has started a business 
at Littlestown, Pa. 


ISSUE FEED FORMULAS 

American Dry Milk Institute, Chicago, 
is issuing a series of formulas on various 
types of feed to assist dealer-mixers. Form- 
ulas are now available on swine feeds, 
chick starters and broiler, growing and 
egg and breeder mashes. They are pre- 
pared by C. W. Sievert and copies may 
be obtained without charge by writing him 
at the American Dry Milk Institute, 221 N. 
LaSalle street, Chicago. 

IOWA 

Anamosa Milling Co. elevator, Anamosa, 
was recently destroyed by fire with a loss 
placed at $10,000. 

Kemp Feed Co. plant, Rose Hill, was de- 
stroyed by fire, February 4, with loss es- 
timated at $5,000. 

H. L. Fitch, Doud Milling Co., Denison, 
was recently elected president of his local 
Chamber of Commerce. 

F. Mueller, founder of F. Mueller & Sons, 
Calamus, died recently. 

Henry Holscher, Davenport Elevator .Co., 
Davenport, is recovering from an attack 
of pneumonia. 
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@ WM. H. ADAMS & SON, INC., Provi- 
dence, R. I., has filed papers for dissolu- 
tion. 


@ LYNDONVILLE ROLLING MILL, Lyndon- 
ville, N. Y., which was recently destroyed 
by fire will be rebuilt at a cost of approxi- 
mately $50,000. 


-—-—— 


JOINS DAWE’S VITAMELK 

Frank F. Morr, account executive for 
Aubrey, Moore & Wallace, Chicago, has 
been appointed advertising and sales pro- 
motion manager for Dawe’s Vitamelk Co., 
Chicago. He will be in charge of all dealer 
promotion in connection with sales of Vita- 
melk and will continue to direct Dawe’s 
new advertising campaign. 


@ MATH BARZEN CO. grain and seed ele- 

vator, Thief River Falls, Minn., was de- 

stroyed by fire recently with a loss esti- 

mated at $200,000. Plans are under way 

io erect a new fireproof plant. 


@ DAVID W. SIMMONS, who continued to 
operate a grist mill at Tiverton, R. I., after 
he had reached the age of 90, died recent- 
ly at the age of 97. He was the oldest man 
in the community. 


NEW SALSBURY BOOKLETS 
Dr. Salsbury’s Laboratories, Charles City, 
Ia., now has ready for distribution two 
booklets entitled “First Aid to Poultry” and 
“Turkey Talks.’ Copies will gladly be fur- 
nished to dealers on request. 


me 


Estherville Goes Modern 
with IBBERSON Plans 


When Greig & Co. Inc., Estherville, lowa, wanted 
a modern and outstanding plant, they consulted [bber- 
son. This new Feed Mill plant is completely automatic 
—run by push buttons and electrically controlled from 
a specially built control room. This plant can manu- 


facture any kind of feed. 
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you build or remodel find out what [bberson has to 


offer. Ask for our book. 
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by LOUIS E. THOMPSON 


Secretary, Eastern Federation of Feed Merchants 


organizations that desired to be heard 

pro or con concerning Governor Leh- 
man's budget for New York, Austin W. 
Carpenter, Sherburne, N. Y., vice president 
and member of the legislative committee, 
Eastern Federation of Feed Merchants, was 
assigned a favorable place on the pro- 
gram. of the hearing where he delivered 
ihe opinion of the federation on govern- 
ment economy. Mr. Carpenter's remarks 
are printed on the opposite page. 

At Albany the public hearing took place 
in the 10th Infantry armory in order to 
accommodate the great crowds of speak- 
ers, pressure groups, patriotic individuals, 
trade associations, chambers of commerce 
and the economy-minded and liberal-mind- 
ed. After the loud and prolonged speeches 
of representatives of labor unions, school 
teachers, and organizations of public em- 
ployees had blared through the micro- 
phones, it was prominently noticeable that 
Austin Carpenter made no selfish demands 
for his own trade but spoke for the whole 
agricultural community. Members of the 
committee wearied by long hours of listen- 
ing to speeches seemed to be visibly im- 


GO: ALL the hundreds of persons and 


DAYLIGHT-CLEAR TRANSPARENT 
DURABLE GLASS SUBSTITUTE 


NEW SALES.. 


AT A GOOD PROFIT ! 


Here’s the amazing new glassy material 
that’s fast becoming the leadingseller You 
make extra sales with R-V-LITE VITA- 

E because it can be used 
in many places where ordina- 
ry substitutes cannot be used. 
R-V-LITE VITAPANE is 
made by an exclusive process. 
No gum, wax, or paraffin. 
Odorless, greaseless. Does 
not stick, discolor or hecome 
brittle. Really transparent! Comes in 
rolls 36-inches wide by 50-feet long. Your 
customers are guaranteed satisfaction! 
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urge new york 
to cut budget 


pressed by the fairness of his argument. 

For two years at its conventions the 
Eastern federation has by formal resolu- 
tion expressed an emphatic opinion in 
favor of retrenchment in government ex- 
penditures, both state and national. Louis 
E. Thompson, secretary of the federation, 
had forwarded to New York legislators 
copies of these resolutions. Then came this 
opportunity for a representative of the 
federation to appear in person, for de- 
mands to be heard on the budget had 
come from all over the state in such vol- 
ume that the date, February 12, was set 
for a public hearing before the joint com- 
mittees on finance and ways and means 
of the New York legislature. 


The budget of over $396,000,000 was the 
second largest ever proposed in New York. 
Last year Governor Lehman offered a bud- 
get of $415,000,000 which the legislature 
reduced to about $390,000,000. 

Accordingly, Secretary Thompson ap- 
pealed to Abbot Low Moffat, chairman of 
the ways and means committee, to assign 
speaking time for Mr. Carpenter. 

Had this timely action not been taken, 
as it turned out, the farm supply trade 


would not have been represented on the 
program and farm supply dealers that 
agree with the federation that retrench- 
ment in government spending is necessary 
would not have had their opinion voiced. 

This team work of Messrs. Carpenter 
and Thompson is just another example of 
the uses of organization and still another 
reason why the organization they repre- 
sent should have support. No doubt the 
Eastern federation would take similar ac- 
tion in any other state where it serves the 
farm supply trade if the public business 
required it. In fact, it is known that the 
Eastern federation is active in its endeav- 
ors to shape legislation that will improve 
the money-making possibilities of the in- 
dependent farm supply merchants in more 
than one eastern state. 
@ ALVIA C. GREER, formerly associated 
with the McCardle Grain Co., Terhune, Ind., 
has been appointed manager of the Raber 
Cooperative Co., Raber, Ind. 

@ W. D. SPRINGER, Indianapolis, popular 
member of the Indiana Grain Dealers as- 
sociation, left February 4 for a vacation in 
Florida. He was accompanied by his wife. 
SOYBEAN MILL DESTROYED 

Illinois Soya Products Co. soybean mill, 
Springfield, Ill., was destroyed by fire, 
February 13, with a loss estimated at $150,- 
000. I. D. Sinaiko, president of the firm, has 
announced that the plant will be rebuilt. 
Plants at Decatur, Quincy and Galesburg, 
Ill., and Cedar Rapids, Ia., are also oper- 
ated by members of the Sinaiko family. 
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THIS TALK was delivered by 
Austin W. Carpenter, above, 
on behalf of eastern feed men 
at a recent public hearing on 
the state budget held at Al- 
bany, N. Y. 


Se welfare of feed merchants and 
farmers is so closely interwoven it is 
only natural that we are here in opposi- 
tion to any increases in the state budget 
that will result in increased taxation. 
During the last ten year period our farm- 
ers have received only 10 per cent of the 
national income; have been at a 22 per 


Better Built Bags— 


carpenter makes plea 


Against Tan 


increase for feed men 


cent disadvantage in dealing with other 
groups so far as the purchasing power of 
their dollars is measured and yet during 
that period have housed, clothed, fed and 
educated 32 per cent of the youth of the 
land. Until this situation is corrected and 
a fair prosperity among farm folks is re- 
stored we need not look for the permanent 
solution of the unemployment problem in 
America or in New York State. 


To increase the purchasing and paying 
power of farmers we must remove part 
of the Joad of burdensome taxes which 
operators of farms have to pay. Years ago 
when taxes were fair and reasonable many 
tenant farmers and many sons and daugh- 
ters of farmers eventually became farm 
owners and operators on their own hooks. 
With a small capital investment they could 
earn enough from farming to pay interest 
and taxes, improve their properties and 
in a reasonable period of years own the 
property free of all emcumbrances. But this 
positively cannot be done today under the 
staggering taxation that is encountered. 

Some speakers in behalf of the budget 
here today have pointed to the fact that 
the increase in the budget items will not 


affect taxes on real estate. In theory this 
is correct but in practice it doesn't work 
out that way. For every time we step up 
our state spending we step up taxes and 
while they may not appear and be paid 
as direct taxes on real estate — we pay 
them just the same in hidden taxes in the 
prices we pay for the commodities we buy 
and use. To illustrate I'd like to call to 
your attention the fact that every time a 
farm supply merchant sells a spool of 
barbed wire to a farmer for fencing his 
farm there are 23 taxes of one kind and 
another included because of taxes that 
have been paid by manufacturers, distri- 
butors and retailers of the products of 
trade. 


Common sense must be used in making 
budget cuts. None of the practical and 
valuable state services must be cut to the 
point of wrecking service that is essential 
but non-essentials in every department 
should be eliminated. Every group must 
acquire the good sportsman attitude and 
be willing to make sacrifices in order to 
get the necessary economy to lower taxes. 
It can be done if we all will go down the 
tough road of economy together. 


BAG FACTORIES - COTTON MILL - BLEACHERY 


SIDNEY 


like you have.” 


TALK asour sacs! 


(Quoted from a Customer's letter) 


“Here comesa bouquet for you small. Whether you want 
and your entire organization. 
wx x It is a pleasure to do 
business with a swell outfit . 
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WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


(WERTHAN)-__1 


CAN EQUIP 
YOUR PLANT 


Sidney has a service to 
meet the requirements of 
every feed plant, large or 


one piece of machinery or 
a new plant, Sidney has 
the facilities to satisfy your 
wants. 


Manufacturers of 


Feed Mixers @ Corn Shel- 
lers @ Grain and Seed 
Cleaners @ Elevators @ 
Corn Crackers and Graders 


@ Ear Cor Crushers 
@ Electric Truck Hoists 


sidney Grain Co. 


SIDNEY, OHIO 
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@ MEYERINK MILLING CO., Clymer, N. Y., 
is rebuilding its plant at Columbus, Pa., 
recently destroyed by fire. 


@ Jj. D. KENT, president, Inland Milling 
Co., Des Moines, Ia., has returned after 
spending his 14th annual vacation in Mex- 
ico. He was accompanied by his wife and 
a group of friends. 


@ GEORGE F. LINGENFELTER, operator 
of the Johnstown Milling Co., Johnstown, 
Pa., for the past 27 years died February 17 
at the age of 79. 


@ RICHARD A. HOYT, president, Tennant 
& Hoyt Co., Lake City, Minn., returned re- 
cently from a vacation trip to Florida and 
Havana. 


the products listed here let us 


products make it worth your 
from us. 


FAST SERVI 


ry Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu- 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. 
Next time you are in the market for any of 


requirements. Our fast service and quality 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


Table Rolled Oats 
Feeding Rolled Oats 
Steel Cut Oat Groats 
Feeding Oat Meal 
Pulverized and Bolted 
Oats 

Whole Oat Groats 
Steel Cut Wheat 
Ground Oat Groats 


furnish your 


while to buy 


Oat Mill Feed 
CE Oat Mill Feed with 
Molasses 
Pulverized and Bolted 
Screenings 


Steam Crimped Oats 
Steam Rolled Barley 


BUILD GOOD WILL 
ann GOOD BUSINESS 


@ TEMPLETON FEED MILL, Carrollton, 
Mo., was destroyed by fire February 12 
with a loss estimated at $8,000. William A. 
Templeton is owner. 

@ J. H. FELDERMAN has purchased the 
William Oberman building, Bellevue, Ia., 
and will open a feed, seed and implement 
store. 

@ CORN BELT HATCHERIES, Joliet, IIl., 
has opened a branch hatchery and feed 
store at Libertyville. T. W. Agew has been 
appointed manager. 

@ EDWARDS MILLING CO., warehouse, 
Rural Valley, Pa., was destroyed by fire, 
February 18. 

@ RHOADES cash feed store has opened 
for business at Point Pleasant, W. Va., J. S. 
Rhoades is manager. 

@ LYLE HILL, formerly with the Garver 
Supply Co., Madison, Wis., is now man- 
aging the Badger Supply Co. 

PROVIDE SICK BENEFITS 
Donald D. Davis, president, General Mills, 

Inc., Minneapolis, has announced the es- 
tablishment of a Health association which 
will provide sickness and hospitalization 
benefits for all of the firm's 7300 employ- 
ees. The concern is contributing $15,000 to 
launch the program and during the first 
year will make available a sum equal to 
the total amount subscribed by member 
employees. 


Hygeno 


WITH 


Fertilizer sales are profitable and easy to 
handle where the order is for Darling's 
Soil Builders. Profitable because for 58 
years, farmers have preferred this well 
manufactured, mealy, 
easy drilling fertilizer for N@ 
its extra crop producing nanpiwate BAG 
power. Easy to handle, 

because Darling's 80 lb. 
“Handiwate” paper bags 
have taken the hard work 
and dustiness out of han- 
dling, both in the ware- 
house and on the farm. 
Decide now to sell Soil 
Builders this Spring. Write 
us for agency terms. 


DARLING & COMPANY 
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Darwine’s So 


Poultry Litter 


(Process Patent 2014900) 


The Only Litter Development That 
Has Kept Pace with Modern 
Poultrymen 


POINTS OF EXCELLENCE 
Sanitary, both in substance and effect. 


4201 S. Ashland Ave. & CHICAGO 


fowls. 


Attracts 
floor. 


Durable. 


ws 


Chicks won’t eat it; neither will other domestic 


Absorbent; it facilitates evaporation. 
Antiseptically treated to resist germ development. 
Free from moulds and dust. 

Relatively fireproof. 


Inexpensive to use. 


Minneapolis, Minn. 


and retains the heat at the brooder house 


Write for Details and Prices 


Nevada, Iowa 
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Leonard Keefe Found 
Dead in Office 


A pall of tragedy was cast over the 
Milwaukee Grain & Stock Exchange Feb- 
ruary 27, when Leonard J. Keefe, popular 
grain commission merchant, was found 
dead in his office of self inflicted wounds. 

Funeral services were held, February 29, 
with masonic members of the exchange 
serving as pall 
bearers. 

Mr. Keefe was 57 
years old and had 
been engaged in the 
grain trade since his 
youth. He establish- 
ed his own business 
in Milwaukee in 1925 
after retiring as resi- 
dent vice president 
of the Updike Grain 
Co., Omaha, Neb., 
one of the largest 
grain firms in the United States at that 
time. Prior to that he had been associated 
with several Milwaukee grain firms. 

Mr. Keefe, familiarly known as “Roxie”, 
also served as a director of the Milwaukee 
Grain & Stock Exchange for five consecu- 
tive terms covering a period of 15 years. 
He was born at Waupun, Wis., and lived 
for a time at Beaver Dam, Wis. 

He was one of the most popular mem- 
bers of the exchange and was noted for 
his ready wit and humor. 


@ BIRD ISLAND FARMERS Cooperative 
Elevator Association, Bird Island, Minn., 


has voted to build a new elevator. 


@ MAUGANSVILLE ELEVATOR & Lumber 
Co., Maugansville, Md., is constructing a 
$40,000 steel and concrete elevator on the 
site of the plant recently destroyed by fire. 
@ EDWARD W. HELLWIG, formerly asso- 
ciated with Penick & Ford, Ltd., Cedar 
Rapids, Ia., and more recently president 
of the Hellwig-Miller Co., New York, ad- 
vertising agency, died suddenly at his 
home February 20. 


@ FRED KEITH grist mill, feed store and 
filling station, Alger, Ohio, was destroyed 
by fire, January 19, with loss of several 
thousand dollars. 
BUYS FEED BUSINESS 

Sylvester O. LaViolette, manager of the 
Northern Milling Co. branch, Clintonville, 
Wis., has purchased the business and ef- 
fective February 15 began operating it as 
the Clintonville Flour & Feed Co. Mr. La 
Violette is well known in the retail feed 
industry and was for eight years proprietor 
of the Oconto Milling Co., Oconto, Wis., 
before taking his position at Clintonville. 

ELEVATOR CONVENTION 

The Society of Grain Elevator Superin- 
tendents will hold its annual convention at 
the Royal York hotel, Toronto, Ont., April 
1, 2 and 3. Special trains carrying a large 
number of delegates will leave Chicago, 
March 30 and 31. A program featuring 
many expert speakers and current sub- 
jects is being planned. 
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It’s no good as a 
rat trap bait.... 
or for polishing 
the kitchen stove 


BUT 


it’s a perfect product 


K i > 
PILOT 
OYSTER SHELL 


for which it is used 


OYSTER SHELL PRODUCTS 
CORPORATION 


NEW ROCHELLE, N. Y. ST. LOUIS, MO. 
LONDON, ENG. 


FOR POULTRY 
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Ted Hahn's store at Toluca. 


TJs months ago a young farmer, Ted 
Hahn, living near Toluca, Ill., quit farm- 
ing and entered the feed business in the 
village. Being acquainted with most of the 
farmers in his immediate locality, he fig- 
ured that he could make a success. His 
experience so far has shown a steady gain. 
The Hahn store is 30x 40 feet and is lo- 
cated on the main street. He handles one 
commercial line of feeds and in addition 
such items as bran, middlings, and various 
other raw materials and supplements that 
farmers use in mixing their own feeds. 


prove valuable 
in feed business 


In order to keep busy while in the store, 
he obtained the buying agency for a large 
Peoria creamery and also engaged in buy- 
ing eggs, which he sells where the market 
is best. 

But Mr. Hahn does not remain in the 
store all the time. Two days a week he 
spends calling on farmers. The brand he 
carries is well known. 

“Our shipments come in in large truck 
loads direct from the factory,” says Mr. 
Hahn. “Nearly every shipment is sold by 
the time it arrives and another one is 
ordered. By spending two days a week in 
the field, I keep the shipments coming in 
regularly and have a quick turnover. I 
figure on keeping enough in stock to meet 
all reasonable demands but I see to it that 
no dead stock is allowed to accumulate. 

“I have a stake job truck which I use 
for delivery. I also pick up a portion of 
the cream I buy. Working on the cream 
route also gives me a chance to talk to 
farmers. The cream buying business is 
a ‘natural’ in conjunction with the selling 
of feeds. I handle from 100 to 120 cans 
of cream each month. 


MIX 


MILW AUKEE 


THE MODERN way 


OF ADDING MOLASSES 
TO YOUR FEEDS 


DRIED MOLASSES 


Write for Full Particulars 


La Budde Feed & Grain Co. 


WISCONSIN 
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THERE ARE TWO 
SOUND REASONS 
FO 


DRY FEEDS 


IF YOU MIX FEEDS... 
ADD PRODULAC “DRIED” 


IF YOU BUY MIXED 
ify th 
FEEDS, containing 


PRODULAC “DRIED” 


Prices, samples and circulars 
on request 


Dept. B, Grain Products Division 


“I have started to use direct mail to a 
limited extent and so far have made two 
mailings. My mailing list is rather small, 
about 150 names. I believe it pays to 
select a small list whose business is really 
worth while than a larger indiscriminate 
list. While I have some direct sales from 
my list, I use it more as a reminder. The 
mailing is a good opening wedge for a 
personal call made soon after. 

“Newspaper space is used to some ex- 
tent but our advertising is largely institu- 
tional and is not intended for direct sales. 

“Window displays have been effective in 
securing some direct business and we are 
certain they have been of considerable 
benefit as reminders to prospective cus- 
tomers.” 

Mr. Hahn did not say that one of the 
reasons for his continued gain was his 
own personality but the writer believes 
this to be true. He is of extremely friendly 
disposition, almost rollicking in nature, but 
downright sincere in his friendly attitude. 

— 
@ JAY A. GORANSON, representative for 
the Hubbard Milling Co., Mankato, Minn., 
in eastern Pennsylvania for many years, 
has been transferred to the south central 
Pennsylvania, West Virginia and northern 
Virginia to succeed the late John F. 
Bertram. 


@ FRANK SEIDL, manager, Minneapolis 
grain office, Archer-Daniels-Midland Co., 
spent February 27 at Milwaukee with Wal- 
ter Vye, manager of the Archer-Daniels’ 
Milwaukee office. 


| You add, through 

Produlac “Dried,” 
effective potency of 
Vitamins B, and G 
: and useful amounts 
) of Vitamins A and E 
plus digestible nu- 
trients, palatability, 
conditioning and 
disease resisting 
factors. 


4 You can save 

by substituting 
Produlac “Dried” for 
substantial amounts 
of dried skim milk, 
dried buttermilk, 
meat and fish meal. 


ARE IN THE 
BAG 


National Distillers Products Corporation * 120 Broadway, New York 
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BADGER BRAND SEEDS 


Pnoved FOR 


YEARS 


DISTRIBUTED BY 


L. TEWELES SEED COMPANY 


MILWAUKEE WISCONSIN 


MARBLEHEAD 


CALCIUM 
CARBONATE 


UNIFORM—CHEMICALLY FIXED 


MANGANESED CALCIUM 


MARBLEHEAD “98” 
PULVERIZED CALCIUM CARBONATE 


MARBLEHEAD LIME C 


160 No. LaSalle St 
CHICAGO, ILL. 


THE FEED BAG — March, 1940 


IN YOUR 


FEED 


Seed Comparison 


The wisdom of buying high quality seeds is vividly driven 
home to customers by an Ohio dealer. On the counter near 
the cash register he places three cigar boxes. In one of them 
is a light layer of uncleaned grain selected at random from that 
brought in by a farmer, the other contains a sample from the 
same batch of grain after it has been run through the dealer's 
grain cleaner, and the third a sample selected at random from 
the dealer's stock which has been purchased from a reliable seed 
house. Reposing near these three cigar boxes is a magnifying 
glass which the farmer is invited to use to inspect the different 
displays. After viewing the difference with his own eyes, the 
prospective customer needs little sales talk to convince him that 
he should purchase the branded seed handled by the dealer or 
at least that which has been recleaned. 


Lest you Forget 


Last spring a Connecticut feed man let a lone baby chick do 
a good selling job for him. He placed the bird in his window 
and tied a bright red string around its leg. Above the bird he 
placed a large placard reading, “I've Tied a String Around My 
Leg to Remind You to Give Me Blank’s Chick Feed If You Want 
Me to Grow Up to Be a Healthy Hen.” Surrounding the lone 
chick was an attractive display of poultry feed. The stunt at- 
tracted interest and proved to be a pleasant and effective way 
to emphasize the merit of the dealer's feed. 


Live Calf Display 


An Iowa dealer doubled the sale of the calf feed he handled 
by building a pen in his warehouse and keeping a live Holstein 
on display. Accurate records of the calf's gain in weight were 
kept and shown to the farmers. The cost per pound of gain was 
also computed to show that it was cheaper to raise calves with 
the feeding program recommended by the dealer than on whole 
milk and farm grown products alone. 


Easter Egq Stunt 


A striking effect for a window display is achieved by a Wis- 
consin feed store which takes several dozen eggs and dyes them 
in bright Easter colors. These are arranged to spell out the 
name of the brand of feed handled by the dealer and are placed 
in the foreground with a display of feed sacks in the rear. Live 
baby chicks are also placed in the window, flanking each side 
of the display. The idea enables this feed store to reflect the 
spirit of the season as well as to promote the sale of its feeds. 


March Sales Hints 


Visit your local hatcheryman and induce him to give you the 
names of poultrymen who have purchased baby chicks . 
devote a section of your store to a display of bulk garden seeds, 
keeping them in open jars for customer inspection . . . make a 
drive for hog as well as poultry feed business .. . the spring 
litters will be coming up and, remember, even little pigs eat 
like hogs. 
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— advertising 


(Continued from Page Twelve) 


the greater the pulling power. Two 
speeches were delivered at Gettysburg. 
We remember only Lincoln’s—the shortest 
one. Tell them~-about your store, your 
feeds, who's using your service with suc- 
cess, what improvements you are making 
and why, but tell it in your own words. 

You may say keeping this card system, 
the dates and amounts, takes an office 
force. It does not. If you have an average 
of 50 sales slips per day you can index 
them in less than 15 minutes. Who among 
us doesn't loaf an hour or two every day? 

Look over these cards every two weeks. 
You'll be surprised how regular some cus- 


tomers really are. If your customers fail 
to show up in their usual regularity, call 
them on the phone. Every customer likes 
to be remembered. Your phone call may 
bring him back. 

Here are a few suggestions about copy 
on cards to send to your trade. I'd never 
waste a line trying to tell any customer 
why my egg mash was the best but I'd 
spend a lot of time explaining why the 
customer would be better off for using my 
mash. You have got to keep the customer 
in the front seat. 

A man to be satisfied must feel that he 
wants to buy from you. Good selling is 
the art of convincing men that it is safe, 
wise and profitable to do business with 
you — that with the investment of their 
money they will be able to make more 


g ive Pounds 
CORN GLUTEN 


YOUR FORMULAS FOR 40 NEED THESE FEEDS 


One of the Big 3 protein concentrates from corn merits 
a real place in every dairy, poultry and hog ration you 


Corn Products Sales Co., New York - Chicago - Kansas City 
BUFFALO—BUFFALO SWEETENED—DIAMOND 


put out under your 
brand. Our new 16- 
page booklet, “Good 
Feeds from Corn”, will 
help the demand for 
your mixed rations 
containing these basic 
ingredients. Ask our 
salesman or write us 
for a supply. 


Experience Always} Counts 


When you buy any item in the Gerber line you are 
assured of quality merchandise, because it is backed 
by half a century of building dependable metal pro- 
ducts. When you buy you want equipment that is 
precise, efficient, long-lived and constant in opera- 
tion. Fifty years of “knowing how” means these 
qualities are inherent in Gerber equipment. Five de- 
cades of experience counts ... put it to work in 


your business. 


The Gerber 
No. 2 Distributor 


tree catalog 


H1- 1939 


520 S. 3rd St. 
Minneapolis 


money on the product you have to sell. 

And on these cards, stress the things 
that are seasonable but never cut a price. 
When you quote a price to the general 
public that is 10 to 20 per cent below the 
market or replacement just to show up 
your competition, you inspire the other 
fellow to quote 20 per cent under your 
price just to show you up. 

.Most dealers worry more about the price 
they have to meet than the service they 
ought to give. Every time a customer 
comes in they suspect too hurriedly that 
he wants to buy the cheapest feed he can 
buy. In their enthusiasm they often lead 
him into believing thai for the price of 
beer they are going to give him cham- 
pagne. When the buyer discovers he has 
bought beer at the beer price — his pride 
is hurt. 

Never use the “something for nothing 
appeal’. There is no such thing. Do you 
remember your first long pants suit, how 
the salesman revelled in your glory and 
threw in a pair of suspenders that clinch- 
ed ihe sale of the next five suits? 

It wasn't that you got something for 
nothing, but that the other fellow seemed 
more interested in making you happy than 
he did in getting your money. Intense 
concentration on getting an order spoils 
many a sale. A sincere interest in what 
the customer is trying to do, what satis- 
faction he is going to get will build per- 
manent business for any merchant. 

I am not arguing for free goods but I 
stick to the suspender principle. Free sus- 
penders in the way of helpful suggestions, 
sincere attention to the customer's inter- 
ests, will help you hold up volume and 
profits just as suspenders hold up pants. 

If your competitor takes $5.00 worth of 
newspaper space or spends $7.00 for 
stamps to tell the customers that he has 
been in business for 20 years and you 
spend an equal amount to tell the cus- 
tomers “37 per cent more eggs with Blank 
mash” you've got him licked on ideas, 
eloquence and reader interest. 

Never appeal for sales on the sole con- 
tention that you have been in business 
for many, many years. A concern 20 years 
old should have more life than a concern 
two years old but to expect business to 
come to it in this day and age just be- 
cause it is 20 to 25 years old is a mark 
of old age going to seed. 

You may say, “Well I sent out a few 
circulars once. I couldn't see any of that 
extra business or pulling power you speak 
of." The very fact that the few ads you 
once pried loose didn’t bring you any extra 
business is no proof that pulling power 
doesn't exist. 

Procter & Gamble ought to be pretty 
tired by this time having talked Ivory soap 
so many years. And everyone knows 
about Fords and Buicks. Why don’t they 
stop talking about them and save a lot 
of money? Because these people want to 
assure their future sales. They know that 
people forget names and trade names. 

If there is any reason for going into busi- 
ness, there are ten times as many reasons 
for staying in. Just last week a little retail 
dealer I know sent out 300 penny cards 
on a specialty and sold $290.00 worth of 
extra feed. 

The trouble with advertising is that some 
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of us spend $25.00 a year and decide that 
advertising dose not pay. And then again 


there are others of us who spend twice as y 
much for direct mail advertising as we do IT S FASY 10 TALK about PROFITS 
on truck or automobile expense and de- 


cide that advertising is the only thing. 
Advertising really does not increase the 
cost of goods. It increases volume; brings 
select and cash customers to your door. 
And advertising by mail is elastic. You 


...- But when the chips are down you’ve got to produce! 


And that’s what Armour’s Supplementary Feeds do, 


can cut it to fit your purse. Intensive di- Mr. Dealer... produce big sales for feed dealers, because 

rect mail advertising to 500 selected pros- 

pects will yield a better crop than spas- they do the kind of a job your customers want. Sell 

modic advertising to 5000. 
Door to door selling, trying to guess the the Armour line and make your store the shopping 


market and then chasing all over the 
center for feed buyers! 


Mr. LaBudde, LaBudde Feed & Grain 
Co., Milwaukee, who directs the merchan- 
dising and advertising policies of his firm 
gave the talk published herewith at the 
recent combined convention of the West- : : . 
ern Grain & Feed association and the 
Independent Feed Dealers of Iowa. the proper finish on hogs. 


Armour’s 50% Meat and Bone Scraps 


county to sell a car or two of feed at 50 Finely granulated and blends 


cents or a $1.00 per ton gross margin out ansity im aud ARMOUR’S 


th h ing mashes. Guaranteed to con- 

of the car 18 a waste of ume when you tain not less than 50% protein. 

stop to consider that for every ton of feed x P SUPPLEMENTARY 
: Armour’s Special Steamed Bone Meal 

you handle you spend $1.92, carrying book ae FEEDS 

accounts greater than one sixth of your Thoroughly sterilized .. . guaran- 


teed to contain not less than 65% 


Armour’s 60% Digester Tankage 65 
Highly digestible, mealy and pal- 


bone phosphate of lime. Here’s a 

But constant reminders — friendly mes- supplement that is necessary for Armour and Company 
sages from the feed merchant to his cus- growth of all livestock. 
tomers, regardless of the quaniy, have CHICAGO 


not and will never cease to be effective. 

A broadside twice a year, spring and 
fall, and mimeographed cards at least 
twice a month can't help but work up a 
pleasant and profitable business and one 41 
that will do the community some good. % 
But remember consistency is the jewel. 


Is there any future in the feed business? =, OY a = A N re) i i aA = Al 
Certainly there is. It’s the finest business 
in this world today and like everything x 
else, there are horizons beyond. EXPELLER”’ PROCESSED > 
All of the houses will never be built, 
all of the wires will never be strung, all NUT-LIKE FLAVOR 
of the feed will never be sold. The great HIGHLY PALATABLE 
jobs that stretch from here to the horizon 
will never be done, for the horizon keeps HIGHLY DIGESTIBLE 
eternally lifting itself to new unreached 
horizons beyond. MANUFACTURED BY 
those who will not look are simply | THE TOLEDO SOYBEAN PRODUCTS CO. 
inding themselves to the fact that we are Plant and Office: 215 Pontiac St., Toledo, Ohi 
only at the beginning of our great agri- 
i cultural, commercial and industrial possi- 
bilities. 
© 


@ DAISEY & WILLIAMS, Dagsboro, Del., 

have installed a new feed mixer. 

@ HERB KRUEGER, Krueger Bros., Forest 

Junction, Wis., is well known as a member 

of the Central Retail Feed association and 


is a familiar figure at the annual conven- "a re) R q F EE 'D : M IX J NG 


tions held in Milwaukee in June. This is See 


only one of his convention trips during the 7 TANK CARS - BARRELS - DRUMS 
course of a year, however. He had barely : ~~ QUALITY. AND SERVICE UNEXCELLED 

put his heels under the desk after the an- ; 
nual meeting of lumber dealers in Milwau- From 
kee, when he was called again for the : 
Wisconsin Petroleum association conclave, 


: February 21, 22 and 23. Herb is a member ™ ATIO N AL . 


of all these groups because of the nature 
of his business but he reports that the 
feed men put on the best show of all. 
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account this year! 


Direct Carlot Shipments: 


FERTILIZER NEWS 


® V-C inaugurates New Service for 
Canners and Fertilizer Dealers—you 
will certainly be interested in the V-C 


Warehouse: ATLAS STORAGE CO. 
6th & Virginia 
Milwaukee, Wisconsin 


VIRGINIA-CAROLINA CHEMICAL CORP. 


EAST ST. LOUIS, ILL. 


FLASH 


POTASSIUM 


IODIDE MIX 


@ An intimately blended and milled combination of 90% 
Potassium Iodide U.S.P. with Calcium Carbonate and Calcium 
Oxide. Protected by U.S. Patent. 


A stable, very finely divided Powder, bulky and free running, 
thus assuring uniform distribution and a uniform ration of 


Iodine in your feeds. 


Write for Sample and Circular 


PFIZER) 
QUALITY 


Manufacturing Chemists 
CHAS. PFIZER & CO., INC. 
81 MAIDEN LANE, NEW YORK, N. Y. 
144 GRAND AVE., CHICAGO, ILL. 


dominy Feed is the best buy of 
all farm feeds—provides more feed 
per dollar. 


MORE DIGESTIBLE NUTRIENTS 


PER DOLLAR 
Write for free booklet that gives 


valuable information on 


Hominy Feed —85.2%, digestible 


‘nutrients, unequalled among all 


AMERICAN CORN MILLERS’ FEDERATION hominy @ 


“ F 
than corm 
_ Savage at 
chool. 


declaratio 
the Cornell 


in plentiful supply: 


Prof. Savage 
unlimited 


ar and, ac 
this ye me al 


ely.” 
follows corn V very clos 
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advertised “Demon Rolled Oats” 
“Mulkey Salt”. 


and 


* * 


Dick Jones, La Budde Feed & Grain Co., 
Cedar Rapids, predicts that the 1939 corn 
will not maintain its quality through any 
lengthy period of storage. 

* * 

The state convention of the American 
Legion was moving out of the Fort Des 
Moines hotel when the Western grain and 
feed men moved in. Great is the reputa- 
tion of the legionaires but they couldn't 
stand the competition. 

* * * 

The federal alphabet boys, particularly 
from the AAA and CCC rank, were well 
represented. This enabled the grain and 
feed men to get “off the record” ideas on 
many problems. 

* * * 

The next annual convention will again 
be held at Des Moines, probably about 
January 7, 1941. 

* * * 

Bill Pratt, Russell Miller Milling Co., 
Minneapolis, was a newcomer to the 
Western convention. His company now 
operates branch’ warehouses at four lowa 
points, Sioux City, Mason City, Des Moines 
and Cedar Rapids. The company also 
has three warehouses in South Dakota, 
four in Minnesota, one in Wisconsin and 
two in Illinois. 

* * * 

Carroll Swanson and C. S. Burchfield, 
both of Des Moines, will get together on 
April 6 to celebrate their birthdays. Car- 
roll is a representative of the Iowa Feed 
Co. and Chuck is associated with Kelly 
Feeds, Inc. 

* * * 

Earl Warner, Archer-Daniels-Midland 
Co., Minneapolis, was high man in the 
invitation bowling match sponsored by 
the Screwball club. 

* * * 

Soybean experts at the convention were 

unanimous in their warning that no soy- 


' beans should be planted this year before 


running a thorough germination test. It 
was reported that some Iowa soybeans 
were averaging a germnation as low as 
53%. 

* * * 

Charles R. Decker, Jr., Chase Bag Co., 
Milwaukee, was on the job with his Iowa 
representative, J. L. O’Brien. Time was 
when Charlie's father was a regular visi- 
tor at grain and feed conventions through- 
out the country. 

* * * 

Ray Bowden, Grain & Feed Dealers 
National association, St. Louis, did a 
splendid selling job on the value of the 
national association to the grain and feed 
trade. His “bedbug letter” story was one 
of the best heard at the convention. 

* * * 

Carl Orsinger, Waterloo Mills, Waterloo, 
who is now a feed manufacturer as well 
as a jobber, was frequently seen talking 
over “mutual problems” with such of his 
competitors as Bert Sargent, Larry Fair- 
child, Bill Lapp and Earl Knudtsen. 
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Corn Sugar Feeding 


Results Announced 


Corn Products Sales Co., New York, has 
called attention to the results of experi- 
ments in the feeding of corn sugar to calves 
conducted at Iowa State college. 

Fifty heifer calves, including 20 Holsteins, 
four Guernseys, 12 Jerseys, ten Ayrshires 
and four Brown Swiss were used in the 
experiment. The calves were divided into 
most identical pairs according to breed and 
placed in two different groups. 

Group I received a common corn belt 
mixture, including 40 parts corn; 40 parts 
oats, and 10 parts corn gluten meal. 

Group II was fed 17 parts corn; 40 parts 
oats; 18 parts corn sugar, and 15 parts 
corn gluten meal. One per cent salt and 
1 per cent bone meal was added to each 
ration. After the experiment was seven 
weeks old the ground oats in the original 
rations was changed to rolled oats. With 


a few exceptions each calf received whole . 


milk until it was 42 days old and recon- 
stituted skimmilk from then on for a period 
of 16 weeks. Red clover hay was fed from 
the beginning of the test until the calves 


were weaned. Alfalfa was then fed until 
the end of the experiment. 

At 16 weeks of age Group II averaged 
16.2 pounds per calf heavier than Group I. 
At 52 weeks, Group II averaged 39.4 
pounds per calf heavier than Group I. 
The Group II calves which received the 
corn sugar ration consumed more grain 
and hay but consumed five pounds less 
grain and 34 pounds less hay per 100 
pounds of gain than the calves in Group I. 


@ DALTON BROWN, Guthrie Center, Ia., 
has opened a feed store and hatchery at 
Stuart, Ia. 


@ W. H. LENTON, manager, Kasson Grain 
Co., Kasson, Minn., has announced his 
firm has let contracts for the construction 
of a new feed mill, coal sheds and office 
building. 
@ SCHAAF FEED STORE, Des Moines, Ia., 
recently suffered $3,000 damage by fire. 

@ STANISLAUS MAKOWSKI, operator of 
a feed store in Milwaukee, Wis., for 40 
years, died recently at the age of 80. 


Our Feeds 


livestock.” 


Gre Gel Gpprove?: 


With this Seal on your feeds, you 
can say to your customers with confidence: 


“Our well-balanced feeds contain 
SUFFICIENT IODINE to really benefit your 


Get YOUR Share of this Business. Sell Feeds Bearing 
the Iodine Seal 


WRITE FOR NAMES of manufacturers who sell Iodine Seal- 
Approved Feeds; and for proven sales helps. Dept. FB-3., 


IODINE EDUCATIONAL BUREAU, 120 BROADWAY, NEW YORK, N.Y, 


' 


TENN 


Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


ANT & HoyYT Co. 


(Higher in Protein) 


LAKE CITY, MINN. 


SHOW DOWN 


1s upon us 


Only feeds of quality and merit 
can stand up. 


USE 


RED W aan 


DIGESTER TANKAGE 
MEAT AND BONE SCRAPS 
BONE MEALS 


@ A brand with an outstanding 
record in feeding results. At your 
service the year ’round. 


WILSON & Co.| 


Chicago 


Kansas City 
Oklahoma City 
Albert Lea 
Philadelphia 
Boston Angeles New York 
Columbus, Ga. 


Cedar Rapids 


Omaha 
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PAGE ’S 


Standard 
Quality... 


brand Seed Corn 
and Field Seeds 


Also a full line of Selected 
and Tested varieties of 
Vegetable and Flower 
Seeds and Onion Sets. 


WRITE FOR OUR 1940 
WHOLESALE PRICES 


| The Page Seed Co. 


P.O. Box B-6, Greene, N.Y. 


“At Your Service 
Since 1896” 


SWIFT & COMPANY 
SOY BEAN MILLS 


Champaign, Ill. @ Cairo, Ill. 
Des Moines, Ia. 


Manufacturers of 


SOY BEAN OIL 


Pure old 
process 41% 
protein 
guaranteed 


Phone 
Write 
Wire 

For Prices 


@ ADELL COOPERATIVE UNION, Adell, 

Wis., will hold its annual stockholders 

meeting, March 26. Dinner and entertain- 

ment will be provided. The firm recently 

completed construction of a modern feed 

plant. B. L. Hillger is manager. 


@ JIM BUCHOLZ, Ladysmith, Wis., sus- 
tained damages of several thousand dol- 
lars recently when a feed warehouse was 
destroyed by fire. 


@ R. W. HENNESEY & SON, Dodgeville, 
Wis., recently completed the construction 
of a new flour warehouse. 


@ RUDOLPH MERCANTILE CO., Rudolph, 
Wis., has added a locker plant to its pres- 
ent establishment. Frank Miller is man- 
ager of the firm. 
CEASES BUSINESS 

Holland Mills, Piqua, Ohio, division of 
the Glidden Co., Cleveland, Ohio, has 
been discontinued following the recent de- 
struction of the plant by fire. All outstand- 
ing contracts are to be filled. Decision of 
the Glidden Co. to discontinue operations 
at Piqua will in no way affect the soybean 
division of the firm which has a large plant 
at Chicago, officials announced. 


@ JOHN S. McDONALD, New Albany, Ind., 
well-known member of the Indiana Grain 
Dealers association, is recuperating from 
injuries which he received when he slipped 
on the ice and broke his leg just before 
starting for a trip to attend the association 
convention held recently at Indianapolis. 

@ SHIRLEY SCHUSTER, Schuster Flour & 
Feed, Bangor, Wis., has moved his offices 
to the downtown section to provide addi- 
tional room for his feed mill and ware- 
house. 


@ S. G. SORENSON, Tomah, Wis., returned 
recently from a vacation trip to Galveston, 
Tex. 


@ A. F. HOFFMAN, Hoffman Feed Co., 
Madison, Wis., returned recently after 
spending a winter vacation in Florida. 
HEADS KURTH MALTING 
Walter Teipel, Sr., has been appointed 


.president and general manager of the 


Kurth Malting Co., Milwaukee, to succeed 
Christian Kurth who becomes chairman of 
the board. Mr. Teipel was for 25 years as- 
sociated with the Froedtert Grain & Malting 
Co. He became general manager in 1926 
and resigned as president and treasurer 
of the firm last September. 


FOND DU LAC 


NATIONAL CALF PELLETS 


Now you can sell a calf food in pellet form which 
will help your customers raise better calves and higher 
producing cows. National Calf Pellets are manufactured 
by the same firm which has produced NoMilk Calf Food 
for 54 years. National Calf Pellets contain all the ingredi- 
ents necessary to raise strong, full-bodied calves which 
will be physically fit to give maximum milk production. 


Write today for full information and prices. 


e NATIONAL FOOD COMPANY e 


D. R. MIHILLS, Prop. 


WISCONSIN 


MINNEAPOLIS 


TOLEDO, oH10. KASCO MILLS, Inc. 


Poultry and Milling Wheat 
ANY GRADE... ANY QUANTITY... ANY TIME... 
: Write or Wire for Quotations 


BUNGE ELEVATOR CORPORATION 


MINNESOTA 


Complete Line of 


Quality Feeds 


WRITE FOR DEALER 
‘PROPOSITION 


WAVERLY, N.Y. 
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Millers 


Qontenvinc that to sell in the mar- 
kets of the world this country must 
also buy, members of the Mutual Millers 
& Feed Dealers association in convention 
at Buffalo, N. Y., February 9, adopted a 
resolution requesting the United States tar- 
iff commission not to. make any changes in 
the present regulations affecting imports of 
bran and other milling by-products. The 
commission, under an amendment to the 
Agricultural Adjustment Act, is privileged 
to fix quotas on imports of wheat and its 
by-products and establish fees up to 50 
per cent to check imports that might impair 
the farm relief program of the department 
of agriculture. 

A new bill to regulate itinerant truckers 
which has been introduced in the New 
York legislature was also discussed. 

Lewis Abbott, secretary of the associa- 
tion, announced that the organization 
would celebrate its 25th anniversary at the 
mid-summer convention and urged mem- 
bers to make this event the outstanding 
meeting in the association's history. 

Leal Bibbins, president of the GLF Mills, 
reviewed the national economic and politi- 
cal scene and likened it to a baseball 
game with all feed men being on the same 
team. The where, why and whither of live- 
stock and poultry feeding was discussed by 
H. D. Branion, head of the department of 


IDENTIFY Your FEED 
i 


OUR advertisement on Universal 

Cardboard Feeders will stay with 

your feed while it is in use. 
Every time a feeder is filled the poul- 
try raiser sees your ad—every time he 
looks at his chicks your name is seen. 
More than 6,000 dealers are using 
Universal Feeders to stimulate sales. 
Tests have proven that chicks will eat 
more of your feed from Universal 
Feeders than from other types. Sani- 
tary—less contamination— they enable 
your customers to receive best results 
from your feed. Your customers’ 
chicks do better when they have more 
good feeding space. One thousand 
feeders, with your advertisement, can be 


purchased for $38. Dealers report their 
customers ask for them. 


Write Today for Full Information 


Generac DistrisutinG 
SOX A NEWTON, KANSAS 
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ask open policy on 
feedstuffs imports 


cnimal nutrition, Ontario Agricultural col- 
lege, Guelph, Ont. 

More than 150 feed men and millers at- 
tended the noonday luncheon, and a ses 
of 200 assembled for the annual banqu 
which was held in the evening. onc 
during the dinner were E. M. Davis, Mer- 
cer Milling Co., Mercer, Pa., president of 
the recently organized, Western Pennsyl- 
vania Feed Dealers association, and F. C. 
Grafinger, John S. Brown & Son, New Cas- 
ile, Pa., a director of the new organization. 
Buffalo grain and feed men served as hosts 
to the visiting delegates. 

—_¢@———_- 
@ RITTERS HATCHERY and feed store, 
Anderson, Ind., has remodelled its base- 
ment and added a complete poultry 
equipment department. 


@ W. W. DAVIDSON, 81, has sold his feed 

business at Elwood City, Pa., to the Weisz 

Feed & Coal Co. Mr. Davidson will retire 

after 48 years in the industry. 

@ MATH BARZEN Co. elevator, Thief River 

Falls, Minn., was destroyed by fire Janu- 

ary 26 with loss estimated at $200,000. 


LEADING 
DEALERS 
| DEMAND 


“SUPREME” Brand 
CONDENSED BUTTERMILK 


Because: 


1. The QUALITY is perfect. 
2. The PRICE is right. 


3. Ou SERVICE can't 
be beat. 


WIRE OR WRITE FOR QUOTATIONS 


“THE GENUINE ee. IN THE 
CONDENSED YELLOW 
BUTTERMILK BARREL” 


Honbont. K. Clofine 


Philadelphia, Pa. 


Bulletin Building 


Wooster Brand 
Soybean Oil Meal 


41% Protein 
4% Fat 


Expeller 
Processed 


Improved 


Quality 


Try It 


100 tes 


BEAN OIL MEAL 


== | You Will 
— Like It 


SOYA PROCESSING CO. 


505 PALMER ST. TEL. 59 
WOOSTER, OHIO 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange 
ST. LOUIS 
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CHICKS That Satisty 


Our U.S. R.O.P. Pedigreed 
breeding stock enables us 
to supply you with chicks 
that will satisfy your cus- 
tomer. We hatch seventy 
thousand per day. Let us 
fill your orders. We hatch 
every week in the year. 
Write for catalog. 


S$. W. Hayes Hatcheries 


Dept. 14 Centralia, Illinois 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 
For 

WISCONSIN TRADE 
Prices Right — Service Prompt 
TRY US 


Deutsch & Sickert Co. 


741 N. Milwaukee Street 
Milwaukee, Wisconsin 


© Norge Pure Cod Liver Oil 
® Staley’s Corn Gluten Feed 
® Staley’s Soybean Oil Meal 
® Big Chief Meat Scraps 


Grain Feed Hay 


O & M HYBRID 
FIELD CORN- 


100 AND IIO-DAY HYBRIDS 


_ ENSILAGE CO 
SWEET COR 


ALL STANDARD VARIETIES 
Open Pollinated Corn. 
Northern Grown Seed Corn and Seed 
Oats Assure Much Better Results 


Write for catalog and prices 


THE O & M SEED CO 


— GROWERS - 
GREEN SPRINGS. OHIO 


@ GLENN SUNDERLAND, Newton, Ill., has 
purchased the Richland feed store, Onley, 
Ill., from W. H. Laughton. 


@ JOHN JOUNO, manager feed depart- 
ment, Stratton Grain Co., Milwaukee, has 
returned to his office after spending a 
winter vacation in Florida. 

@ B & B FEED STORE has opened for 
business in Grant Park, Ill. Conrad Bach- 
mann and James Boots are proprietors. 

@ H. F. KEITSCH, for many years identi- 
fied with the feed and grain industry, died 
at his home in Buffalo, N. Y., March 3, 
following a heart attack. 


@ FORSYTH GRAIN & Coal, Inc., West 
Warwick, R. I., has been organized by 
Ralph Rotondo, Michael Adeo and John 


SAVE? 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


«FOR FEED CALL” 


“Stormy” 


IOWA FEED CORP. 
Phone 45177 Des Moines, Iowa 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 
Minneapolis, Minnesota 


___ 


Calendar 


of coming events 


Society of Grain Elevator Super- 
intendents of North America, 
Royal York Hotel, Toronto, Can- 
ada, .... March 31, April 1-2-3 


California Hay. Grain & Feed 
Dealers Association, Los Angel- 
April 18-19-20 


Missouri Grain, Feed & Millers 
Association, Hoxsey Hotel and 
Ben Bolt Hotel, Mexico Mo... 


American Feed Manufacturers As- 
sociation, French Lick Springs 
Hotel, French Lick, Ind 


Central Retail Feed Association, 
Schroeder Hotel, Milwaukee, 
June 3-4 


Ohio, Grain, Mill & Feed Dealers 
Association, Neil House, Colum- 
bus, Ohio ......2 June 16-17-18 


Pennsylvania Millers & Feed Deal- 
ers Association, Harrisburg, Pa. 


June 20 


Grain & Feed Dealers National 
Association, Brown Hotel, Louis- 
wille, Ky. ......+4 October 14-15 


E. K. STEUL CO. 
MADISON, WISCONSIN 


Manufacturers Representative 


For quality, satisfaction and 
service handle these popular 
Clinton feeds: 
Clinton Corn Gluten Feed 23°% P. 
Clinton Corn Gluten Meal 41% P. 
Clinton Toasted Soybean Meal 44% P. 
Linseed Meal 
Oat Products & By-product Feeds 
Blackstrap Molasses In Tank Cars 


Get our prices when in the market. 


EASTERN 


Receivers, Shippers, Elevator Operators 
CONSIGNMENTS SOLICITED 


GRAIN ELEVATOR 
CORPORATION 


Buffalo, N. Y. 


Ground Screenings — write 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 


HIAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


or wire for quotations. 
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(Continued from Page Thirty-three) 


min A— its form, its stability and 
its sources. Hank knows his vita- 
min A's! 

The program was so popular that 
on being asked whether a contin- 
uation was desired, the listeners 
immediately voted to continue it 
following the noon luncheon. At 
this continuation the umpires were 
asked to make more comments on 
the answers. Dr. Peterson left for 
St. Paul on a noon train and con- 
sequently Mr. Wilke and Cy Sie- 
vert were kept busy making the 
early afternoon session of “Infor- 
mation Please.’ Jim Olson, retiring 
president of the Independent Feed 
Dealers of Iowa, was the M.C. for 
this session. 

It was interesting to note that 
at this afternoon session the experts 
were not stumped at all. Reports 
have it that all who took part in 
this rather impromptu but very in- 
formative feature of the convention 
program were later besieged by 


ESTABLISHED 1889 © 


FREDMAN BAG CO. 
MILWAUKEE, WIS. 
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listeners with more questions. It 
was a most potent but nevertheless 
entertaining way of bringing out 
much nutritional knowledge and 
for straightening out many more or 
less controversial matters. 


— louis bandow 


(Continued from Page Fourteen) 


loads every year. There is also a 
good market for potaio and veget- 
able insect powders in his commu- 
nity and he is negotiating now with 
a firm to handle its complete line. 

Bandow’'s success is a living testi- 
monial that there is still opportunity 
for new dealers in the feed busi- 
ness. The selection of a good loca- 
tion in which farmers show a pro- 
gressive attitude, he points out, is 
essential for building up a feed 
trade on a sound foundation. 

“The small town hasn't been lick- 
ed yet by the chain store and mod- 
ern methods of transportation which 
enable farmers to drive to distant 
poinis to make their purchases,” he 


declared. “Customers still like home 


town service, and they'll stick by 
you if you sell quality products.” 


BIG JO FLOUR 


“Best in the World’’ 


For years feed dealers 
have realized that dollar 
for dollar Big Jo Flour re- 
turns the greatest profit. 
Big Jo quality has met 
every baking test with suc- 
cessful results. That is why 
Big Jo enjoys a tremendous 
repeat volume of sales 
and has earned its reputa- 
tion as “The Best in the 
World.” 


Wabasha 
Roller Mill Company 


WABASHA MINNESOTA 


The A=-B-C of 
FEED PROFITS! 


A RYDE’S CREAM 
™ CALF MEAL 


The meal that really 
satisfies. Special 
steam cooking pro- 
cess makes it su- 
perior in taste and 
digestibility and !es- 
sens danger of 
scours. Saves up to 
I. on feeding costs. 


RYDE’S 

™ Nutritive Minerals 
A necessity for better feeding 
results. Contains calcium from 
cooked and ground egg shells, 
egg albumen plus other health- 
giving materials. 


Melkcentrate 


A specially prepar- 
ed 32%  concen- 
trate made from 
dried blood, pro- 
cessed into desir- 
able cereal ingre- 
dients and balanced with dried butter 
milk and dried whey. 


RYDE & COMPANY 


5425 W. Roosevelt Rd., Chicago, Ill. 


KNOCKOUT 


Sell the Genuine 


AVENARIUS 
CARBOLINEUM 


@ One Application a Year Is Enough 
. .. provided it’s the genuine Avenarius 
Carbolineum. Knocks out blood-sucking 
mites, ticks, blue bugs. And they stay 
out! Money-back guarantee. National 
advertising. Dealer helps. 


PRESERVES and STAINS WOOD 


Knocks out wood rot before the fight begins 
—doubles the life of shingles, sills, fence posts, 
floors, etc. Stains siding of cottages, cabins, 
farm buildings a beautiful rustic brown. 


STOPS TERMITES 


Sell ’em the knockout 
punch for termite eradication 
..- CARBOLINEUM! Sills, 
timbers and wooden struc- 
tures are as good as armor- 
plated against termites. 


SA 


REGUS OFF 
AOE man: 


CARBOLINEUM 


per, Write For Dealer Pro;osition 


oro CARBOLINEUM CO., Dept. 7, Milwaukee, Wis. 
c 
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Service department for our readers. Low 
Rates: 35c per line; minimum, four lines 
including heading. 


SURPLUS FIELD SEEDS 
ALFALFAS 
RED CLOVER 
REED CANARY GRASS 
Write for complete wholesale list 


BOULAY BROS. CO. 


FOND DU LAC WISCONSIN 


WILL BUY 
Good going feed business in small city or 
village. Write AK 340, “% The Feed Bag, Mil- 
waukee, Wis. 


HAMMER MILLS 
Williams model 16 BX direct connected, 50 
H. P. motor. Papec 13” complete, without motor. 
Model WW No. 60 complete without motor. 


ATTRITION MILLS 

Munson 20” double runner with two 15 H. P. 
motors. Robinson attrition with two 15 H.P. 
motors. Sprout Waldron 20” attrition single run- 
ner with 15 H.P. motor. 

These units are offered at attractive prices. 
Write PR 1340, “% The Feed Bag, Milwaukee, 

is. 


BABY CHICK TIME 
Will soon be here. 


Protect the health of chicks 
on your mashes, with 


UNIVERSAL YEAST 


Yeast enzymes are digestive aids. Better 
digestion controls coccidiosis, blackhead and 
other diseases of the digestive tract. 


Free Formula Service 


RICE LABORATORIES 
Minnesota 


WHOLESALE CHICKS AND EGGS 
U. S. Approved, Pullorum tested. Popular 
varieties including Buff Leghorns, Buff Rocks, 
Partridge Rocks, Silver Wyandottes, Dark Corn- 
ish, Anconas, Australorps, New Hampshires. 
LACLEDE HATCHERY Lebanon, Missouri 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, % The Feed Bag, Milwaukee, Wis. 


CORN CRACKER AND GRADER FOR SALE 

Cutter — grader — polisher —aspirator, one ton 
per hr. A-l condition, guarantee. Write CM-116, 
% The Feed Bag, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor — used only short time. 
Like new. Bargain for cash. Write MM-116, % 
The Feed Bag, Milwaukee, Wis. 


ELEVATOR EQUIPMENT FOR SALE 

Brand new Fairbanks-Morse unloading scaie, 
capacity 750 bushels per hour. Never removed 
from crate. Two grain treaters, one power, one 
gravity. Two steel elevator boots, one with belt 
and 6” buckets, other with belt and 9” buckets. 
Both equipped with 160 ft. legging. Also other 
miscellaneous elevator equipment. Write S. 
Schwabenlander, Hilbert Elevator, Hilbert, Wis. 


FEED SALESMAN WANTED 
With dealer and feeder following. To sell 
complete line of feeds in Wisconsin. Salary 
and expenses. Give full details in reply. Write 
AFM-403, “% The Feed Bag, Milwaukee, Wis. 


Dassel 


ARMOUR’S MEAT SCRAPS 
NOPCO COD LIVER OILS 
MANAMAR—OMALASS 
KELP—STALEY SOYBEAN MEAL 
Maney Brothers Mill & Elevator Co. 


Minneapolis, Minn. 


Now! - Buy SUPERIOR’S -Pure 


Meat and Bone Scraps 
Digester Tankage 
Bone Meal—Blood Meal 


Superior Packing Co. 
St. Paul, Minn. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either Prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.’ 
A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


Now! for pecking 
Wheat Germ 00: igh in sex ferti ity 

and growth. This blend 
and Carrot Oil of rich vitamin oils 
from fresh wheat germ and carrots is pro- 
duced in our own laboratories. Quality and 
potency guaranteed. Write for descriptive 
literature and low prices. Distributors wanted 


Nutritional Research Laboratories, Inc. 
Department 10 & South Whitley, Ind. 


Feeding Oat Meal 
Meat Scraps — Beet Pulp 
Malt Sprouts 
Clo-Trate — Cod Liver Oil 
North East Feed Mill Company 


MINNEAPOLIS MINNESOTA 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


CAPITAL 
FLOUR MILLS, INc. 


QUALITY FLOURS 


MINNESOTA GIRL 
GOOD BREAD FLOUR 


ALSO 
A Complete Line of Mill Feeds 


Office: 


CORN EXCHANGE BLDG. 
Minneapolis, Minnesota 


( Yess 
KRINTING 


SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


- Catalogs and Trade Publications 


ROLLED OATS 


Other DEMON Products 


@ STEEL CUT OATS 

@ WHOLE OAT GROATS 
@ FEEDING OAT MEAL 
@ REGROUND OAT FEED 
@ OAT GROAT FLOUR 
@ PULVERIZED OATS 


Des Moines Oat Products 


Company 
DES MOINES, IOWA 


WANTED FEED SALESMAN 
With acquaintaince of dealers and feeders in 
Ohio to sell full line of feeds, backed by lead- 
ing manufacturer. Splendid advertising cooper- 
ation and good opportunity for worker. MF-134, 
“% The Feed Bag, Milwaukee, Wis. 


FOR SALE 
Hammer mill, cob crusher, scales, safe, Inter- 
national time clock, other items. Boulay Bros. 
Co., Fond du Lac, Wis. 


@ BIRDSEYE FLOUR MILL, Birdseye, Ind., 
was destroyed by fire, February 14. A. H. 
Abell, owner, was slightly burned while 
attempting to extinguish the blaze. 


@ HAROLD ANDERSON has taken over 
the operation of the Anderson elevator at 
Maumee, Ohio, which has been operated 
under lease by the Continental Grain Co. 


e 56 


MIX CONCENTRATE 
with HOME GRAINS... 


Sell your own brand 
feed. Make up to $1.00 


EXTRA 
PROFITS 

per bag. Also profits 
from custom mixing. 


BROWER’S FEED MIXERS 
700, 1,000, 2,000 3,000 Ib. sizes. Write 
today for large folders and low prices. 


[EASY PAYMENTS | 


Brower Mfg. Co., Box 2778, Quincy, Ill. 


OccIDENT 
MIXED FEED 
Hits the ng Wirk 


Miller Milling Co, Minnecpotis, Minn. 


FOR 


SOYBEAN MEAL 


LINSEED MEAL 
FEED INGREDIENTS 


TRY US FIRST 


Waterloo MillsCompany 


WATERLOO, IOWA 


? 
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Albers Bros. Milling Co 


5 
Allied Mills Inc 15 
American Corn Millers’ Federation................ 50 
American Dry Milk Institute 19 
Arcady Farms Milling Co 
Armour & Co 49 
Arvey Corp. 42 
Blatchford Calf Meal Co 34 
The Borden Company 21 
Broadway Press 56 
Boulay Bros. Co 56 
Brower Mfg. Co 56 
Bunge Elevator Corp 52 
Calcium Carbonate Co 54 
Capital Flour Mills Inc 56 
Carbolineum Co. 55 
Cargill, Inc. 42 
Cereal Grading Co 54 
Classified Advertisements 56 
Herbert K. Clofine 53 
G. E. Conkey Co 36 
Corn Products Sales Co 48 
Darling & Co 44 
Denver Alfalfa Milling & Products Co......... 53 
Des Moines Oat Products Co......ccccccceseeeees 56 
Deutsch & Sickert Co 54 
Doughboy Mills, Inc 2 
Dreyer Commission Co 56 
Duplex Mill & Mfg. Co 57 
Eastern Grain Elev. Corp 54 
Excelsior Milling Co 5 
Feed Supplies, Inc 54 
Franke Grain Company 
Fredman Bag Co 55 
Fruen Milling Co a4 
General Biochemicals, Inc. 26 
General Distributing Co 53 
General Mills, Inc 32 
J. J. Gerber Sheet Metal Works..............0.00 48 
S. W. Hayes Hatcheries 54 
Hiawatha Grain Co 54 
Hubbard Milling Co 31 
T. E. Ibberson Co 41 
Iodine Educational Bureau 51 
Iowa Feed Corp 54 
Jersee Company 26 
Kasco Mills, Inc 52 
King Midas Flour Mills 60 
La Budde Feed & Grain Co 46 
Lapp Laboratories, Inc 44 
Limestone Products Corp. of America.......... 16 
Maney Bros. Mill & Elevator Co... 56 
Marblehead Lime Co. é 47 
Midland Hay & Feed Co 54 
Mill Mutual Fire Prev. Bureau ..................0.. 58 
Morton Salt Co 58 
Murphy Products Co. 59 
Napthole, Inc. 8 
National Distillers Products ...0............ccccseeseees 46 
National Food Company 52 
National Molasses Co 49 
National Oil Products Co 57 
New England By-Products Corp..........ccscsesee 38 
Northeast Feed Mill 56 
Northrup King & Co. 40 
Nutritional Research Laboratories, Inc......... 56 
L. L. Olds Seed Co 55 
O & M Seed Co 54 
Oyster Shell Products Corp........cccccccseesseseees 22 
Page Seed Co 52 
Philip R. Park, Inc 35 
Pecos Valley Alfalfa Mill Co... 57 
Chas. Pfizer & Co 50 
Prater Pulverizer Co. 28 
Quaker Oats Co. 39 
The Riebs Co 58 
Russell-Miller Milling Co. 56 
Ryde & Co 55 
Dr. Salsbury’s Laboratories 22 
Sidney Grain Machinery 43 
Soya Processing Co. 53 
E. R. Squibb & Sons 13 
A. E. Staley Mfg. Co 58 
A. L. Stanchfield & Co 56 
E. K. Steul Co 54 
Strong Scott Mfg. Co 3 
Superior Packing Co. 56 
Sunset Feed & Grain Co. 57 
Swift & Co. 52 
Tennant & Hoyt Co. 51 
Teweles Seed Co 47 
Tobacco By-Products Co 10 
Toledo Soybean Products Co. ........ccccsceeeeeee 49 
Union Special Machine Co 5 
Virginia-Carolina Chemicals 50 
Vy Lactos Laboratories, Inc 26 
Wabasha Roller Mills Co 55 
Waterloo Mills Co 56 
Werthan Bag Corp 43 
White Laboratories, Inc. 24 
Wilson & Co 51 


Firms that spend money to build good will are 
less likely to do anything that might nullify the 
effect of their advertising than firms making no 
such investment. It will pay readers to trade with 
The Feed Bag advertisers. 
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“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS' e 
CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


Distributors of: 


CLO-TRATE C-A WOOD PRESERVER SUNSET BRAND FEED 
Cod Liver Oil fortified in (Carbolineum America) (an exclusively milk product) 


vitamins A and D. Pure, honest, anthracene oil. High in flavin, milk albumen, 
The most permanent poultry and milk minerals. 
mite reventative nown. 
The only carbolineum guar- 
anteed by affidavit. 


WRITE US FOR FURTHER INFORMATION 


IT’S FREE — this valuable booklet! 


@ Keep it handy! Gives complete usage, description, spe- 
cifications of today’s most modern mill and elevator equip- 
ment—Kelly-Duplex. This equipment saves current, elimin- 
ates costly shut-downs 
and expensive repairs. 


It's just the equipment MFG. CO. 
you need to make you | °P ‘ 


more profit. Get cata- | Please send me booklet giving full de- 
log booklet >. = | tails on the new 1940 Kelly-Duplex line. 
complete elly- 

Duplex line. Mail NAME 
coupon today. ADDRESS 


BUILDERS OF KELLY. 
G F O'R MILL AN D A 
LL AND MANUFACTURING CO. SPRINGFIELD, OHIO 


@ QUALITY 


@ DEPENDABILITY 
@ ECONOMY 
@ SERVICE 
@ REPUTATION 
TRY OUR 
PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


REG. U.S. PAT. OFF, 


NATIONAL OIL PRODUCTS COMPANY 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


HARRISON, NEW JERSEY 
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| 
builders of mill machinery >) 
Duplex Mill « Mfg.Co. 
Ohio. 
100 LBS. NET 
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Your BARLEY 


Brings top prices at Riebs. 


Ship us your next car and 
let us demonstrate our 


reliable and expert service 


THE RIEBS CO. 


Grain and Stock Exchange 
MILWAUKEE WISCONSIN 


INSURE WITH 


“THE MILL MUTUALS’ 


They Have Devoted Years of Study 
To Your Insurance Problems 


Millers National Insurance Company 
CHICAGO, ILLINOIS 


Michigan Millers Mutual Fire Insurance Co. 
LANSING, MICHIGAN 


Millers Mutual Fire Insurance Ass‘n of Illinois 
ALTON, ILLINOIS 


Mill Owners Mutual Fire Insurance Company 
DES MOINES, IOWA 


Grain Dealers National Mutual Fire Insurance Co. 
INDIANAPOLIS, INDIANA 


Pennsylvania Millers Mutual Fire Insurance Co. 
WILKES-BARRE, PA. 


Millers Mutual Fire Insurance Company 
HARRISBURG, PA. 


Millers Mutual Fire Insurance Company of Texas 
FORT WORTH, TEXAS 


Western Millers Mutual Fire Insurance Company 
KANSAS CITY, MO. 


National Retailers Mutual Insurance Company 
CHICAGO, ILLINOIS 


For Fire Prevention Engineering Service On 
Mills And Elevators 
Address the 


Mill Mutual Fire Prevention Bureau 


400 WEST MADISON STREET 
CHICAGO, ILLINOIS 


MORTON'S SALT 


= 


Highest Quality 


Prompt Service 


MorTON SALT COMPANY 
MILWAUKEE WISCONSIN 


I know that I can’t go wrong when 
I use Staley’s Soybean Oil Meal 
in my livestock feed. 


PRICES—LITERATURE— 
SAMPLES ON REQUEST 


Leading nutrition authorities say ‘Al! 
rations for any class of livestock can 
he greatly improved by the addition 
of a good quality scybean oil meal.” 
Staley’s operate the largest soybean 
processing plant in America, and are 
pioneers oi the soybean in- 
dustry. When ordering soy- Ky 
bean oil meal, order Staley’s 


The Staley Customer NEVER GUESSES-He Knows! 
A. E. STALEY MANUFACTURING CO. 
DECATUR (FEED DIVISION) ILLINOIS 


PIONEERS OF THE SOYBEAN INDUSTRY IN AMERICA 
AMERICA'S LARGEST PROCESSING PLANT 
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Big Free Premium Catalog 


Here’s your chance to cash in 
on our 20th Anniversary—to get 
Extra Prizes and Profits. Right 
now, we're giving our Dealers 
a host of valuable prizes and 
gifts—a catalog full of fine mer- 
chandise—furniture—silverware 
—sporting goods—jewelry and 
electrical goods. Any or all of 
these can be yours if you 
handle Murphy's Concentrates. 


SEE FOR YOURSELF 


Send for this big Premium 
Catalog — IT’S FREE! 


You know there are a lot of farmers and feeders in your trading area who are in 
the above classes. They represent a big group of feeders who do not buy complete 


il! 


milled feeds but who are fast becoming profitable customers for dealers who han- 
dle Murphy’s Concentrates. Murphy’s Educational Feed Broadcasts are sending 
thousands of these farmers to Murphy Dealers where they buy Murphy's Concen- 
trates to balance up their home grown feeds. 


Here’s how we help you get this extra business you are now losing: 


I. 


y 


3. 2 


4. 
5. 


MURPHY PRODUCTS CO. « Burlington, Wis. 


By our Educational Feed Broadcasts every week over WLS—Chicago, 
WHO—Des Moines, and WOWO—Fort Wayne, showing farmers the 
advantages of balancing up their home grown feeds with Murphy's 
Concentrates. 

By bringing straight Grain Feeders to your store—BUSINESS YOU 
ARE NOT NOW GETTING. 


By supplying you with Free Samples That Help Sell BIG Orders Right 
ow. 


By enabling you to make your own branded Feeds From Time Tested 
Formulas. Keep Your Plant Help Busy. 


By giving you more Help from Better Trained Salesmen. 
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You will never 
make a mistake by 
recommending or sell- 
ing a superior article... 
Quality is the surest foun- 


dation for permanent success. 


Highest Priced Flour 
in America 


and Worth All It Costs 


KING MIDAS FLOUR 


MINNEAPOLIS, MINNESOTA. 


‘ 
t 
§ 
5 ij. 
; 
4 
J 
‘THE COLDER TOUCHE 
y 
3 
; 
> 
ig 
4 


